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Heavy Demands of Cold Weather! 


Have all your tanks and your 


customers tanks full of WARRENGAS 
ae CLO) ae -\\\| 





Contact our nearest Sales Office. 


WARRENGAS 
the Concentrdled fuel 


GULFTANE 


» LP-GAS brorane 








Where there's a chance for profits... 
there’s a Hackney LP-Gas container to help you make it! 


Hundreds of ways to use LP-Gas... 
and a Hackney LP-Gas container 
for every use 


Cylinders 


All sizes and types 
removable cap 
permanent collar 
removable hood 

4 horizontal sizes 


Systems 


Shoulder-mounted fittings 
Top-mounted fittings 
End-mounted fittings 
Underground type 


Lift Truck Cylinders 
4 sizes— 
20 models 
Removable type 
Permanent type 
Vertical and horizontal models 
“Universal” design (combina- 
tion vertical or horizontal 
mounting) 


Fuel Tanks 


Tractors 
Hackney LP-Gas cylinders—1 to 420 pounds Trucks 

Taxis 

Lift trucks 


Delivery Trucks 


Twin-Barrel 
Single-Barrel 
4 popular sizes 


Deluxe equipment 
Standard equipment 
Operator’s choice 


Transports (T-1 Steel) 


Made to operator’s needs— 
based on tractor power, state 
laws, choice of service equip- 
ment 
Hackney system tanks 
Liquid Meter Provers 


2 sizes: 100 gallons 
53 gallons 


Bulk Storage Tanks 


LP-Gas 
Anhydrous ammonia 


eed Sizes up through 30,000 gallons 


lift truck { : : Hackney 
cylinders LAS 100-pound, 
. : Double-Bottom 
cylinders 


Send for new bulletins on Hackney 
LP-Gas containers for any need. 








\ : bulk storage tanks 


Meet B.L. Hankins and Owen Caplinger 


B. L. Hankins, President, Hankins Appliance, Inc., Jett, Ky. 
Owen Caplinger, Secretary-Treasurer (standing) 


15 years a Shellane Distributor=-with a perfect delivery record 


Today, they operate one of Ken- 
tucky’s most successful Shellane® 
Distributorships— Hankins Appli- 
ance, Inc. 

As Mr. Hankins puts it: “Those 
early days were a tough struggle . . . 
and believe me, we couldn’t have 
come this far if it weren’t for the help 
and counsel of Shell Marketing and 
Engineering Personnel. They helped 
us tremendously.” Mr. Caplinger 


adds: “We've learned over the 15 
years that Shell will contract to sell 
propane only within its capacity to 
supply. Shell has always maintained 
a 100% delivery record.” 

From its plant at Jett, Kentucky 
(two new ones are under construc- 
tion—four more in blueprint stage), 
Hankins Appliance supplies Shellane 
for 4850 consumers in twenty coun- 
ties. They operate a fleet of nine 


trucks, equipped with 2-way radios. 


For ten years, Mr. Hankins has 
been an active member of the Ken- 
tucky LP-Gas Association, and is cur- 
rently its President. 


Mr. Caplinger has served on the 
Frankfort School Board for 23 years 
and is currently a Director of the 
State National Bank at Frankfort, a 
position he’s held for 35 years. 


It pays to be a Shell LP-Gas Distributor 


-—and your nearest Shell office will be giad 
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to tell you why. Ask for the District Manager. 


























When you buy TRINITY you buy CAPABIL- 
ITY! Each of the salesmen in the photo 
above know how to meet your require- 
ments in domestic tanks. Each of these 
men has an 8-year average of direct LPG 
experience .. . experience that guarantees 
“capability.” Use this ability by calling a 
Trinity man on your next tank requirement. 


TRINITY STEEL 


TRINITY STEEL CO., INC. | 


4007) AR VIANG OLY OD. DALLAS 7, TEXAS ° Fleetwood 7-3961 
FRANCESVILLE, INDIANA WHEN IN MEXICO CITY, VISIT TANQUES de ACERO TRINITY, S.A. 
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This is a sample of the gas and electric comparison sheet sent to each branch by 


Pure Gas Service Co. 


ke BACK TALK | 


Comparison sheet on 
gas and electric heat 


Worland, Wyo. 

Please send me a copy of the 

AGA report “The Facts About Gas 

and Electric Heat” mentioned in 

your column in the July issue of 
3UTANE-PROPANE News. 


Perhaps you will be interested in 
reading the enclosed comparison 
sheet we use on gas and electric 
heating costs. We make these up 
for each of our branches, using the 
gas and electric rates current in 
that particular area. We do the 
same thing for water 
ranges and dryers. 


ROBERT W. SHIVELY 
Pure Gas Service Co. 


heaters, 
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LPG installations 
south of the border 
Guadalajara, Jal, Mex. 


As subscribers to your well- 
known magazine we are turning to 
you in order to make, if possible, 
contact with some U. S. firms which 
could provide us with assistance in 
a large L.P. gas installation of the 
following characteristics: 

The project of construction of a 
subdivision which will count with 
the amount of 10,000 popular-type 
homes, in an area of approximately 
10 square miles, is just now begin- 
ning to become a reality. 

Here in Guadalajara exists the 
possibility that natural gas _ will 
supply the city in the future and 
this installation will also have to 
be planned for the future use of 
such fuel. 

At present we believe it will be 
necessary to supply this future pip- 
ing system with L.P. gas or gas- 
air mix. 

Since our knowledge is restricted 
as far as pipeline systems are con- 
cerned, we would be very grateful 
if you could supply us with con- 
tacts of specialized personnel in 
this field in the United States. 

JUAN GUGGENBUHEL 
GENERAL MANAGER 
Gas de Occidente, S. A. 


We sent Sr. Guggenbuhel’s re- 
quest to as many experts as we 
could think of. If we missed you, 
why don’t you write to him at 
Apartado 1461, Planta Y Oficinas 
Generales, Calle 24 No. 26, Zona 
Industrial. 
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No, we don't answer al/ our mail. 
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2 NEW 
CHAIN 


si —, 
3 


WRENCHES 


No. €-14 

for up to 

2’ Pipe and 
Fittings 

No. C-18 

for up to 
2'2”’ Pipe 
and Fittings 


give real Action-Grip 
in Tightest Places 


Work on Round, Square or Irregular 
Shapes Other Wrenches Can’t Reach! 


In extra close quarters, there’s 
nothing that’ll beat these new 
Fiteait Chain Wrenches for get- 
ting the job done. Fast, ratchet- 
like action in either direction . . . 
from either side. Give tight grip 
without crushing. Large, easy-to- 
grab end ring for fast chain ad- 
justment. Tempered steel chain 


locks securely . . . releases quickly. 
Rugged, comfort-grip, I-beam 
handle, guaranteed not to break 
or warp... handy hang-up hole. 

Light and easy to use, these 
new Rifai Chain Wrenches do 
everything a regular wrench can 
do... and much more. Call your 
Supply House and get one today! 





__ will help you sell _ 
fork lift installations — Pp 
ney in yo 


d 


more mo 


and make g0° 


anywhere ° 
they will give 
free service . 
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Meet Miss Dee 


“IN THE GAS _ INDUSTRIES, the 
value of a good serviceman is well 
known. And,” says home economist 
Carol Dee, “it is no coincidence that 
the hard-working, hard-selling dis- 
taff side of a utility’s sales division 
is called the home service depart- 
ment. Customer service, showing 
the homemaker the proper use of 
her appliances, both before and 
after purchase, does pay. And a 
demonstration is pre-sale customer 
service.” 

We think you’ll agree that Miss 
Dee’s reasoning holds up. And, we 
think you’ll like the no-nonsense 
demonstration article (begins on 
page 50) she wrote for our Christ- 
mas Sell-O-Rama. 

Though a young woman, Miss 
Dee is old in home economics ex- 
perience. She has worked for a 
large utility, Southern Counties 
Gas Co., Los Angeles, and for a 
small one, Southwest Gas Corp., 
Las Vegas. She headed the latter 
company’s home service depart- 
ment, working in many small towns 
and at many county fairs before 
the sort of audience the average 
LPG dealer would face. As a free 
lance home economist, she has con- 
ducted countless homemaking 
forums and demonstrations, lec- 
tured before all types of clubs, and 
organized many youth group proj- 
ects. For more than three years, 
she wrote her own by-lined newspa- 
per column and conducted a home- 
making television program. 

Miss Dee is now program direc- 
tor of the Better Living Institute 
in Los Angeles. Incidentally, if 
her name sounds familiar, it may 
well be that you’ve read a Carol Dee 
article already; for among the 
magazines which have published 
her work is “Trailer Topics,” one 
some of you must surely see. a 
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PROVED (J 
TOP CHOICE 
FOR LOW OVERHEAD 
DELIVERIES 


FIRESTONE, THE LOW-COST-PER-MILE TIRE FOR ON-TIME L. P. GAS DELIVERIES! 


Firestone tires’ low-cost-per-mile is reflected in performance records of 
thousands of trucks across the country. That’s because 425,000,000 tire miles 
a year in Firestone’s own tire testing program prove Firestone truck tires 
are your best buy! This vast tire testing program resulted in Firestone 
Rubber-X, the longest-wearing rubber ever used in Firestone truck tires. 
It also resulted in Firestone Shock-Fortified cord which means extra miles 
of service out of every tire. Get performance proved Firestone truck tires, 
on convenient terms if you wish, at your nearby Firestone Dealer or Store. 


Firestone 


BETTER RUBBER FROM START TO FINISH 


‘ Copyright 1960, The Firestone Tire & Rubber Company 
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$60 million more for the REA kitty 


Rural electric co-ops again this year showed what their massive lobbying techniques can 
do. While Congress flatly refused to seriously consider boosting the REA loan interest 
rate, it fattened up the REA loan kitty by $60 million in spite of opposition from the 
government. (Details on page 72.) 


Expect a visit from a taxman! 


Many businessmen are going to get a call from Internal Revenue Service tax agents in the 
months ahead. Taxmen are making a block-by-block, company-by-company canvass to make 
sure businessmen are paying all their taxes. Purpose is to make sure businessmen know all 
the taxes they must pay and that they pay them. (Details on page 72.) 


Your domestic market: 20 million households 


There are about five million farm households in the country—most of them customers for 
L.P. gas. There are also 15 million households located outside of cities and towns, but which 
are not farms; these too are prospective customers. Totals are revealed in the new census 
figures. 


Co-op slapped for competing with common carriers 


An Illinois farm cooperative has been taken to task by an Interstate Commerce Commis- 
sion hearing examiner for conducting illegal “for-hire carriage” with its trucks. He ruled 
the co-op was illegally competing with normal trucking companies to haul beer, farm ma- 
chinery, canned goods, and other products at cut rates. Common carrier truckers were 
forbidden by law from meeting the co-ops’ lower rates. Examiner recommended a cease- 
and-desist order be issued. 


* Lawmakers to tighten up on expense-account tax deductions 


The Internal Revenue Service’s adoption of tougher income tax regulations to reduce ex- 
pense account tax deductions by businessmen may be backed up by legislation next year. 
Both Presidential candidates, Kennedy and Nixon, agree the law should be changed. To be 
hit by new law and regulations: Excessive deductions for entertainment and failure of 
taxpayers to report expense account allowances and vacations as income. 


* Inaword... 


Federal Reserve Board has made available reserve cash which could make business loans 
easier to get, interest rates lower. . . . The war-weary 10 per cent excise tax on many prod- 
ucts has been extended again, to June 30, 1961. . . . City owned gas utilities continue to 
expand, according to the Census Bureau. (Details on page 72.) 
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PLANTS and TERMINALS 


Pipe Line Terminals...River Terminals 
Distribution Plants... 


ENGINEERING 
FABRICATION 
CONSTRUCTION 


These facilities can be 
used on your next project 


MANUFACTURING & SUPPLY CO. 


TULSA, OKLAHOMA 
21st at So. Union LUther 4-6187 


HAUL MORE GAS 
.. LESS STEEL 


THE (090723 WAY 


%* Deliver EXTRA 
Gallons Each Trip! 


3% Work FEWER Hours! 
%* Drive LESS Miles! 


* Eliminate COSTLY 
Overtime Expense 


% Earn MORE Money! 


BALANCE YOUR LOAD THE NOR-TEX WAY 


TRANSPORTS 


LI 


You can now haul MORE GAS and LESS STEEL than ever before 
with skillfully engineered, smart looking, streamlined Nor-Tex 
transports of T-1 and A-202B steel, These road-tested units are 
hauling more gas and substantially boosting profits for users 
everywhere. Meets latest code 1CC-MC-330 requirement. Fittings 
are recessed for safety. Exclusive Nor-Tex swirlproof SUMP per- 
mits easy unloading of EVERY DROP OF GAS. Nor-Tex transports 
are safe and dependable in every way... built by men with 
years of bulk plant experience. Interested attention, experienced 
assistance and helpful suggestions are yours for the asking. Write, 
wire or phone collect today. 


A PLAN TO MEET EVERY NEED 





e ® : J 
Bigger Payload Delivery Units 
STANDARD Bulk plant operators everywhere praise the sleek, LIGHT-WEIGHT, 


streamlined twin or single barrel Nor-Tex LPG Delivery Units. Nor- 
ex pioneered ALUMINUM SKIRTING and CABINETS, and prac- 


T 
Pp AY L © A D tical engineering designs have reduced over-all weight. 3000 WG 
units and over, on cab-over or cab-forward trucks, are still within 


the 18,000-Ib. axle limit. Custom designed Nor-Tex high-flow 


p 
€ 


lumbing delivers ‘‘extra’’ gallons faster. For day in, day out 
fficiency, durability, payload, fast loading, high rated delivery, 


perfect balance and appearance, Nor-Tex delivery equipment just 


can't be beat! 
Corr» BONUS SAVING 


IMPORTANT 


2500 WG Nor-Tex Units Weigh 
Under 23,000 Pounds LOADED... 
Under 13,000 pounds empty, elim- 
inating extra federal highway use 
tax. Ideal in states imposing ton 
mile tax. 


‘table in Twin As authorized new truck distributors Nor-Tex can 

Availa el save you hundreds of dollars on Internationals 

or Single Barr ... Chevrolets . . . Fords . . . Diamond T and 

: Mo dels GMC’s. Order any unit you need. You can’t beat 
a Nor-Tex deal for all-around value. 





May We 
Help You? 


Here, at Nor-Tex, interested atten- 
tion, experienced assistance and help- 
ful suggestions are always yours for 
the asking. No obligation... write, 
wire or give us a call. 


PrRooDucTs 
COMPANY 


Nafional Sales Agents for 


“Little Nor-Tex”’ 


Ever since it was shown at the 
Chicago convention folks keep 
talking about “‘Little Nor-Tex."’ 
This attention-compelling, 
sales-boosting LPG Service Sta- 
tion is ideal for trailer parks, 
tourist trade, etc. . . . occupies 
only 41” diameter. 


NORTH TEX 
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~  eeeROUTE-RATED 
To Meet Your Need 


“*Guess-calculation of delivery unit size 

becomes more and more hazardous as 

costs increase and profit declines,”” an 

LPG Industry report states. It’s no wonder 

our Route-Rating service has grown so 

popular. Nor-Tex ““ROUTE-RATED” units 

are built to fit your route’s need, based 

Aluminum on the length of route, the terrain cov- 
ies ered, convenience of cabinet location, and 
Skirting number of trips required on peak loads. 


and Follow the simple RULE for PROFIT today. 


Cabinets acm ere : “Right Sized Units on Right 
: Sized Chassis For the Job” 


THE (RWI staR 


Nor-Tex construction exceeds all safety re- 
quirements; thoroughly buffed and cleaned; 
completely fitted and ready for use; bottom 
outlets are standard on all above ground tanks, 
Internal Relief Valve on all “STAR” Systems. 
Custom made hood. Rego Multi-Valve, Rego 
Regulators. 





DUpont 2-5416 
P. O. Box 4219 
Denton, Texas 
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WORLD’S LARGEST FAMILY OF 


performance makes the world of difference 


Powell LPG Valves for Butane and Propane Gases 


Powell LPG valves are expertly designed and engineered 
to safely handle liquid or gaseous butane, propane, and 
other hydrocarbons. Available in bronze—globes, 
angles, gates, checks; and in steel—globes, angles, 
checks .. . for 400 pounds W.O.G. 


Trim and internal working parts are easily and quickly 


Fig. 86190 —Steel LPG globe valve. 
Union bonnet; special composition 


renewable. Valves can be re-packed under pressure 
when wide open. All are listed by Underwriters’ Labo- 
ratories, Inc. 

One quick call to your local Powell distributor can fill 
all your valve needs. Or write to us. . . a leader in the 
valve industry for 114 years! 


Fig. 86196—Steel LPG horizontal 
lift check valve. Scpewed-on 
_Cap. Stainless stee) spring, 
guided disc holdey, renewable 
screwed-in nickel-bronze 


Fig. 8151--Bronze LPG angle Seat ring. 


valve. Renewable, special 
composition disc, integral 
seat. Also available with 
\. screwed-in nickel-bronze 
ring—Fig. 8103. 


disc; renewable screwed-in 
nickel-bronze seat ring. 


Q 
THE WM. POWELL COMPANY ¢ DEPENDABLE VALVES SINCE 1846 © CINCINNATI 22, OHIO 
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Fuels for locomotives 
New York 


Our principals are interested in 
the experience collected in the 
United States on the performance 
of steam locomotives, diesel en- 
gines, and combustion engines. 

V. G. 


There are very few steam locomo- 
tives operating in this country, ex- 
cept in the coal producing areas. 
Those that are using coal are not 
much interested in other fuels be- 
cause coal is their payload. 

A direct-fired, turbine-driven loco- 
motive was successfully operated on 
L. P. gas for many months by the 
Union Pacific Railroad. 

The Southern Research Institute is 
making studies on the application of 
L. P. gas to engines operating on 
other fuels. These studies are not 
complete. 

Some work has been done by the 
Ellis Manifold Corporation, 3134 E. 
Washington Blvd., Los Angeles, on 
the introduction of L. P. gas to diesel 
engines to supplement the diesel fuel. 

With the exception of the locomo- 
tives, there has been little work done 
on the application of L. P. gas in the 
liquid phase to the engines.—Ed. 


Seek technical advice 
for underground storage 
Missouri 
I am interested in underground 
storage for propane. Has it been 
found practical to inject the liquid 
in a natural sandstone reservoir 
under proper structural conditions? 
If so, how is it injected and how 
recovered? Would the depth of such 
a reservoir from the surface be a 
factor? In other words, would a 
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Headquarters for L.P. gas 
Information Since 1931 
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sand buried 50 ft below surface be 
as effective as one buried at a con- 
siderably greater depth? 

In Missouri, there are no salt 
deposits from which cavities may 
be formed. Consequently, we are 
seeking other means of storage. 

If such type of storage is imprac- 
ticable, I would like to know and 
forget about it. 

K. A. 


Underground L.P. gas_ storage 
caverns have been developed in rock 
other than salt domes. At least one 
has been constructed by sealing an 
abandoned mine. Others have been 
carved out of various rock forma- 
tions. 

Selecting a suitable rock forma- 
tion is the work of geologists and 
others experienced in this type of 
work. I note the Cities Service em- 
blem on your letterhead. They should 
be able to advise you or put you in 
contact with companies who are ex- 
perienced in selecting and developing 
underground storage for LPG. 

The rock formation must have cer- 
tain qualities which will assure a 
tight seal against loss of product.— 
Ed. 


When tanks pop off 


fill to lower level 
Indiana 


Every summer we try to fill our 
bulk tanks early so we may use the 
late summer and fall to do other 
necessary service. Our customers’ 
tanks then often relieve pressure 
during the hottest days and this 
upsets the consumer very much, 
even to the point where he will not 
let us fill early again. 

It doesn’t seem intelligent at all 
to have a product in a tank that 
won’t hold the product in ordinary 


information Desk 


Locomotive fuel performance... Rock 
caverns for LPG storage... Why you 
shouldn't fill tanks to the brim... 
Heat loss formula . . . Gas vs oil in 
greenhouse heating. 


everyday usage. The product we 
use has not been over 210 lb at 100 
deg., but the tanks have had pres- 
sure of up to 225 Ib and above on a 
97 deg. degree day. We fill the 
tank to 85 per cent and have never 
found one with enough gas in it to 
make it liquid full at the time it 
relieves. 

We have read that the pressure 
is a function of the temperature 
only for a given product as long as 
the tank isn’t liquid full. If this is 
the case, then putting less gas in 
the tanks would not be the answer. 

Could we be getting a super- 
heated condition in the vapor space 
that is upsetting the vapor pressure 
relation to the temperature? We 
try to keep our tanks bright with 
aluminum paint but the pressure 
still goes up. Is there an answer, or 
must we stop making early summer 
fills or demand lower pressure 
product? 

K. R. D. 


There are a number of things that 
may cause the relief valves to open 
on hot days. 

Some aluminum paints, especially 
if they do not produce a glossy finish, 
may not reflect heat as well as will 
the glossy enamels. 

If the tank is located in a sheltered 
area where it receives intense sun- 
shine, and possibly reflection from a 
building or wall it will become 
warmer than one that is in an open 
area. 

It is generally understood that the 
surface temperature of a fluid has a 
strong effect on the vapor pressure 
over the fluid. If the surface of the 
fluid is heated the vapor pressure 
may be a function of this surface 
temperature instead of the bulk of 
the liquid. Where the sun shines 
brightly on the tank shell the portion 
in contact with vapor will become 
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quite warm, well above the tempera- 
ture of the portion of the shell in 
contact with liquid. The shell of the 
tank will then radiate heat to the 
surface of the liquid, causing vapor 
to boil off there even though the rest 
of the liquid may be much cooler. 

Iso the vapor, once it enters the va- 
por space, will be superheated and 
will not recondense even when the 
pressure rises. 

The product you receive may have 
more ethane in it than is common. 
When you fill the customer’s tanks 
the liquid will be raised to a higher 
temperature than in your large stor- 
age tanks. The ethane will boil out 
faster than the propane and the va- 
por mixture will become ethane rich 
to produce a vapor pressure about 
that expected with straight propane. 

We do not know the start-to-open 
setting of the relief valves in your 
tank. UL approved relief valves are 
allowed a five per cent tolerance in 
their setting. Manufacturers will 
produce valves that are well within 
the allowable tolerance, but generally 
the settings will be on the low side. 
It is quite possible for relief valves 
with 250 psig settings to open at 240 
to 245 psig. 

Even though the tanks may be 
filled to a safe and legal level, the 
amount of space in the tank is small 
compared to the volume of liquid. 
The vapor pressure may be normal 
but it is superheated. As the liquid 
warms it expands and fills some of 
the vapor space. The superheated 
vapor does not condense, so it is com- 


pressed and the pressure is increased. 
—Ed. 


How to figure heat loss 


Indiana 

In central Indiana we have 5600 
degree days in a normal winter. 
How many gallons of propane 
should a good warm air furnace 
use per 1000 Btu heat loss of a 
house to heat the space to 74 deg. 
for a season? 

I would also like to have the 
formula for figuring propane gas 
usage per season, and the formula 
for figuring kwh of electricity to 
heat a given space for a normal 
season. 

mn. G. 7. 


Information in tables of the Heat- 
ing, Ventilating, Air Conditioning 
Guide (1951 edition, pages 421 and 
422), published by the American So- 
ciety of Heating and Ventilating En- 
gineers, indicates that about 428 Btu 
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will be consumed per degree day per 
1000 Btu hourly design heat loss in 
homes heated by gravity systems. 
The quantity is about 410 Btu in 
forced circulating systems. The above 
is based on 70 deg. F. inside tem- 
perature and an 8 hr reduction to 60 
deg. F. 

The formula for figuring the cost 
of fuel for a season will be: 


Btu/degree day/1000 Btu heat loss x 
hourly design heat loss Btu x 
degree days x unit fuel price 





1000 x heating value unit of fuel 


Electricity can be calculated by the 
same formula except the usually 
stepped rate of electricity will com- 
plicate the problem. Also, electric 
heaters will be more efficient since 
there are no flue losses. This increase 
in efficiency from near 75 per cent 
to near 100 per cent will have the 
effect of reducing the Btu rate per 
degree day per 1000 Btu heat loss to 
75 per cent of 428 or 410, whichever 
figure is used. One kwh is equivalent 
to 3412 Btu.—Ed. 


Gas better than oil 
for greenhouse heating 


Minnesota 

Could you give me recommenda- 
tions on the following greenhouse 
prospect? They have figured oil 
heat per recommendations of green- 
house company (this being hot 
water). 

69 ft x 28 ft glass enclosure kept 
at 50 deg. 

44 ft x 28 ft glass enclosure kept 
at 65 deg. 

42 ft x 34 ft store & house will 
be 72 deg. 

24 ft x 28 ft garage will be kept 
at 50 deg. 

Would gas have any other type of 
heating equipment that would fulfill 
bill outside of hot water? 

Db, O.:2 


Many greenhouses are heated very 
efficiently with gas unit heaters and 
other means of direct application. 

The garage should be heated by 
a unit which has the burner and 
combustion chamber sealed from the 
room. There are several companies 
that manufacture a recessed wall 
heater which will have the burner 
outside. (For complete listings see 
the 1960 BUTANE PROPANE News 
Catalog and Buyers’ Guide.) Other 
models of unit heaters can be ducted 
into the garage. 

All these gas heater applications 
will be more efficient than the oil- 
fired, and will cost less to maintain 
as there will be no burner cleaning 
or danger of freezing.—Ed. 








CALENDAR 


1960 


October 10-12—Northeast LPGA Con- 
vention—Ambassador Hotel, Atlantic 
City, N. J. 

October 10-12—American Gas Associa- 
tion Annual Convention — Atlantic 
City, N. J. 

October 11-15—North Carolina State 
Fair—Raleigh, N. C. 

October 17-21—48th Annual National 
Safety Congress. Sessions on Indus- 
trial safety scheduled for the Conrad- 
Hilton, Pick-Congress, Sheraton 
Towers, Morrison and LaSalle Hotels; 
traffic safety, Pick-Congress; commer- 
cial vehicle and transit safety, La 
Salle; farm safety, Palmer House; 
and school and college safety, Hamil- 
ton, Chicago, Ill. 

October 20—New England LPGA Fall 
Safety Meeting —Lafayette Hotel, 
Portland, Maine. 

October 28—NGAA Southern Regional 
Meeting—The Carlton Hotel, Tyler, 
Texas. 

November I18—NGAA Panhandle-Plains 
Regional Meeting—The Herring Hotel, 
Amarillo, Texas. 

November 20-21—Mississippi L. P. Gas 
Dealers Association Annual Fall Meet- 
ing—King Edward Hotel, Jackson, 
Miss. 

December 5-9—AGA Gas Air Condi- 
tioning Sales School—Nationwide Inn, 


Columbus, Ohio. 


1961 


January 20 — NGAA Gulf Coast Re- 
gional Meeting—The Robert Driscoll 
Hotel, Corpus Christi, Texas. 

February 6-8—Northeast LPGA Exhibit 
and Convention—Sheraton Park Ho- 
tel, Washington, D. C. 

February 13-14—Mid-Pacific Gas Mer- 
chandising Conference—Hawaiian Vil- 
lage Hotel, Honolulu, Hawaii. 

February 13-16—American Society of 
Heating, Refrigerating and Air Con- 
ditioning Engineers, Inc. Semi Annual 
Meeting and Exposition—Chicago, III. 

February 22-24— Montreal, Canada, 
Eastern LPGA Trade Show and Con- 
vention—Queen Elizabeth Hotel, Mon- 
treal, Quebec. 

February 22-24—The Material Handling 
Institute Pacific Coast Show — Cow 
Palace, San Francisco, Cal. 

February 24 — NGAA South Louisiana 
Regional Meeting—Lafayette Petrol- 
eum Club, Lafayette, La. 

March 15-17—NGAA 40th Annual Con- 
vention—The Baker and Adolphus 
Hotels, Texas. 

April 13-15—Western Liquid Gas As- 
sociation Convention and Trade Show 
—Hotel El Dorado, Sacramento, Cal. 

April 282—NGAA Oklahoma Regional 
Meeting—Lake Murray Lodge, Ard- 
more, Okla. 
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STOR 


When it comes to PROFITS... Master Tank will fill 
your needs on storage, transports and delivery. Here’s 
where you make those extras for a better contract. Call 
us today at Dallas or Quincy...we are producing and 
shipping right now! 


\ A, 
ON ALL SIZ ROUGH 70,000 GALLONS 
eee — meee There’s NO LIMIT to the storage 
Pa: . ee capacity of Master Pressure Vessels. 
Pi <r gig What i ire we build 
a atever size you require 


to meet your specifications. 


TRANSPORTS 


LIGHT-WEIGHT T-1 STEEL 


Designed by dealers... Master trans- 
ports of miracle lightweight T-1 steel. 
Fitting your specifications to any size 
from 10,000 water gallons and up. 
Engineered and built to meet the 
latest codes. Fully X-rayed and sand 
blasted. Simplified plumbing system. 


DELIVERY TRUCKS 
SINGLE OR TWIN BARREL 


Time is money...and the “Time- 
Saver” saves you money. Take your 
choice... the single barrel or the twin. 
Faster loading and faster pumping 
means less time at the dock and less 
time at each stop. Each truck is engi- 
neered to meet your individual re- 
quirements. Write or call today. 


2000 S. FRONT ST., QUINCY, ILLINOIS 
BAldwin 3-5014 


P. O. BOX 5146, DALLAS, TEXAS 
MASTERPIECES OF Riverside 7-2441 


STEEL FABRICATION 
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NEPTUNE 11°: 


Complete Truck Metering — 
System in One Space- 
Saving Unit 


Nothing extra to buy... only 3 connections to make 








To measure liquid LP-gas accurately and safely under all 

conditions, you not only need a meter, you also Lo ok 

need six different accessories: vapor release, strainer, 

pressure relief valve, inlet check valvej differential valve, and W h q t 8 
vent line check valve. 


The Neptune LP-gas meter has all accessories built-in. ' T | It 
It’s a complete, accurate system that requires only three 

connections. Nothing extra to buy . .. fewer chances for leaks... 
fewer chances for improper installation . .. and takes less space. | fl tO 


What’s more, Neptune’s unique design of vapor eliminator 
and differential valve positively prevents metering V0 U [ 

of vapor in the system under all conditions. Always easy 

on your pumps. Never needs adjusting from hot weather to cold. \ EPTU \ F 
Backed by nation-wide network of Neptune-operated service centers. aes 


Your Neptune equipment jobber or tank truck manufacturer 
will be glad to supply details. 


4 


Ly 
47-25—34th St., 
NEPTUNE METER COMPANY nep Fe Long Island City 1, N. Y. 


for a better / measure of profit 


BRANCHES AND JOBBERS IN ALL / PRINCIPAL AMERICAN CITIES 
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“GAS METER 


VENT LINE CHECK 
/ VALVE: Permits cleaning PRESSURE RELIEF: 


strainer or opening meter / Actuates at 250 psi. to 


without depressurizing / prevent damage to meter 
supply tank. No need to shut or installation in case 7 Releases air and vapor from 


off valve in vent line. of overpressure. Vents liquid before it enters meas- 
back to supply. uring chamber, insuring 
¥ ai 7 accuracy. Excellent capacity. 
High-pressure float. Vapor is 
vented back to the supply. 


REGISTER: Direct Reading 
or Print-O-Meter type. 

Easy to operate and read. 
Print-0-Meter delivers the 
meter-printed tickets your 
customers like so well. 





J | 
STRAINER: Removes | DIFFERENTIAL VALVE: 
sediment and dirt from VAPOR CONNECTING Maintains product in liquid 


form in meter, and prevents 


liquid, preventing undue INLET CHECK VALVE: = MEASURING CHAMBER: TOOE: Reidieen soni ! 
wear or damage to meter. At rear. Prevents backflow of positive displacement type. shines top of differential formation of vapor. Low 
LP-Gas when pump is stopped. Qnty one moving element. valve and supply tank. pecerememie # 
Measures liquid by volume. easy on pumps. Negligible 
Widely popular for sus- friction loss. 
tained accuracy and long life. 
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anywhere on the map 


call your Anchor-man for Service 


Whenever, or wherever your need for the best in LPG 
and LPG service, your Anchor-Man is a prompt and intelli- 
gent answer. Anchor’s more than twenty years have been ye 
well-spent in developing the nationwide facilities and per- Awe 
sonnel to take care of you so you can take care of your ANCHOR 
customers best. Millions have been invested in facilities and PETROLEUM Co. 
time just to serve you. Take advantage of them. Call Anchor. TULSA, OKLAHOMA 





JOHN E. MITCHELL COMPANY 
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LOWEST PRICE? 


jvindnvituiY 
bvvannnvnibait 





LOWEST COST? 


Mae 


luaeeeenay? 


WHICH WILL YOU BUY? 


There’s never been a product that couldn’t be 
imitated in surface appearance, made with less ex- 
pensive materials and less attention to details, and 
sold at a lower initial price. The valve on the left, 
for instance, looks very similar to the genuine 
RegO at right. RegO customers have learned, how- 
ever, that where dependability and performance 
are of importance, it’s always false economy to 


use any equipment but the best. RegO valves rep- 
resent the extra quality that means complete satis- 
faction...job after job...year after year. RegO 
believes that service and value are more important 
than first cost—and their customers agree. That’s 
one more reason why RegO has an outstanding 
reputation for top quality when you buy...com- 
plete on-the-job satisfaction for the years to come! 


<t44, 
o 
Bowe: 
coe 


RegO No. 3103C0 
Diaphragm cylinder 


valve for vapor with- 


drawal, with shut-off 
valve and integral safe- 
ty relief valve. Used on 
ICC cylinders of 200 
pounds propane capac- 
ity or less. 





RegO No. 8103C0 


O-Ring cylinder valves 
with exceptional seal- 
ing quality. For ICC 
cylinders up to 100 !bs. 
propane capacity. Low 
cost, yet excellent qual- 
ity performance. Filling 
rate: 9.3 GPM at 10 
PSIG differential! 





RegO No. 3101CI 


Multi-purpose dia- 
phragm cylinder valves, 
for liquid or vapor with- 
drawal service where 


separate safety relief’ 


valve is provided. Stand- 
ard service line valve 
for individually fitted 
ASME systems. 





RegO No. 2547 


Piumber’s pot valve 
with built-in FINE 
FLAME control. . . used 
on 20 Ib. LP-Gas cyl- 
inders as shut-off, con- 
trol vaive, and as 
adapter for plumber's 
melting pot tripod. 


For complete details and prices write: 


BASTIAN- BLESSING" 





RegO-No. 7145R 


Tamper-proof, for safety 
and security for LP-Gas 
field equipment. tIn- 
cludes safety relief 
valve, excess flow valve 
in the inlet and tamper- 
proof back check valve 
in outlet, 





RegO No. 8180 


For lift truck cylinders. 
Combines cylinder valve! 
and Safety Check Con- 
nector in one compact 
unit. Includes’ O-Ring 
stem seal, back seat 
feature, top-quality) 
forged brass body. 


BO YOU KNOW [7 
it will pay you | 


dividends to join! \ 


4201 West Peterson Avenue, Chicago 46, Illinois—Dept. 31-J 
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Record '59 LPG sales exceeded expectations. The Phillips Report, published 
in BPN last January, said '59 sales would exceed ‘58 by 16.5 per cent. 

Now, the just-published Bureau of Mines Report officially sets the increase 
at 20.0 per cent. For the official wrap-up on '59, see pages 65-66. 


Whither goest the economy? Up, down, or sideways, according to whom you 
address the question. Secretary of Commerce Frederick H. Mueller is opti- 
mistic, citing record high business activity, including increases in per- 
sonal income, gross national product, and plant investments. Other experts 
are not so sure. Polling the top 1,000 U. S. manufacturers for "Newsweek's" 
Quarterly Survey of Capital Appropriations, the National Industrial Con- 
ference Board in mid-September noticed a downward trend. Capital spending 
should remain strong for the rest of the year, the survey said, "but evi- 
dence points to a cut in this critically important type of spending after 
that, a cut that could trigger the g=neral economic downturn which many 
businessmen fear, but which most--at the moment--believe will be averted." 


A gas appliance manufacturer was included in "Newsweek's" "Top Level* 
opinion. Oft-quoted Judson S. Sayre, board chairman of Norge Div., Borg- 
Warner Corp., summed up his industry and dropped a hint to appliance sell- 
ers: "The last months of 1960 and the year 1961 promise . .. good business 
by and large. (But), for consumer hard goods, the market .. . depends less 
on new customers than on replacements." 


Another gas appliance manufacturer, quoted in another national magazine, 
seemed to indicate that a fast-developing appliance industry trend may be 
reaching the bandwagon status. Waste King Corp. President Bertram Given 
lashed out at "the foolishness of forced obsolescence" in "Product Engi- 
neering." Whirlpool, Philco, and Kelvinator have already indicated they 
will abandon annual model changes. 


LPG transportation is progressing on at least three fronts, one new. In 
early September, Mid-America Pipeline Co. announced that 1325 miles of its 
1800-mile LPG pipeline were completed and that full operations to northern- 
most terminals in Minnesota and Wisconsin would be underway by Dec. 1. In 
mid-September, Union Texas Natural Gas Corp. opened its million-gallon LPG 
Memphis marine terminal, which is supplied by the two world's largest 
(660,000-gal. each) inland marine barges from the company's underground 

. Storage at Anse La Butte, La. And in late August, the Chicago and North- 
western Railway became the first U. S. railroad authorized to piggyback 
LPG tank trucks on flat cars. A company Spokesman said many oil companies 
have been awaiting the okay and that the service will be available both to 
trucking companies and to shippers owning trucks. 


A natural gas utility and an LPG producer are jumping into LPG retaili 
with both feet. Northern Natural Gas Co. of Omaha has formed a new ey 
owned subsidiary, Northern Propane Gas Co. Long in the works, the move 
involves purchase of: 180-dealer Blaugas Co. of Omaha; Cygas Corp. of 
Neligh, Neb., and Sargent Bluffs, Iowa; Bottled Natural Gas Co. of Ft. 
Dodge, Iowa; and the propane properties of Blockton Oil Co., Blockton, Iowa. 
Meanwhile, Tidewater Oil Co. of Los Angeles is negotiating to purchase con- 
trolling interest in Vangas, Inc., of Fresno. Vangas has 40,000 customers 

in California, Idaho, Utah, and Wyoming. 


Gas industries" groups are stepping up promotional activities. AGA and GAMA 
have formed Gas, Inc., which immediately became a charter participant in 
the 1964 World's Fair in New York. Gas Inc. plans a $5.5 million exhibit, 


























Continued on next page 
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FGA GE eles 


has invited the LPG industry to participate. Meanwhile, the LPGA launched 
its second annual "Miss International LP-Gas" contest with a promotion- 
publicity kit containing posters, entry blanks, and envelope stuffers. 


LPGA lodged a protest with "Redbook" magazine for misleading statements 
made about LPG in its August issue. In an article titled "How to Avoid 
Being Cheated--by the Pound, Gallon, or Yard," readers were warned not to 
allow delivery men to use vapor return hoses and to insist meters be placed 
between the tank and the house. By mid-September, LPGA had received no 
reply from Redbook, planned to follow up on the matter. 


Large marketers sales increases continue. For the year ending June 30th, 
California Liquid Gas Corp (Sacramento) reports sales up 59 per cent to 
$10.1 million, earnings up 55 per cent to $637,000. For the six months 
ending June 30th, Diversa, Inc. (United Petroleum Gas Corp., Minneapolis) 
reports earnings increased 650 per cent to $1,028,000. For the year ending 
June 30th, Petrolane Gas Service Inc. (Long Beach, Calif.) reports sales 
up 30 per cent to $17.6 million, earnings up 48 per cent to $1,461,000. 


For the year ending July 31, Suburban Gas (Pomona, Calif.) reports sales 
up 34 per cent to $16.2 million, profits up 56 per cent to $1,769,000. 


Major moves=--On Sept. 1, 312,000-customer National Propane Corp. moved its 
corporate offices from New Hyde Park, Long Island, to Garden City, L. I. 
And, American Bosch Arma Corp. moved its subsidiary, Ensign Carburetor Co., 
from Fullerton, Calif., to its main plant in Springfield, Mass. 


Personnel changes--Richard H. Muellerleile, formerly with Cities Service 
Oil Co., was appointed assistant to the president of National Propane Corp. 
- » « Harry L. Badgerow, a regional LPG sales manager for Cities Service, 
succeeds Muellerleile as manager of LPG sales. .. . W. Wallace St. Clair, 
director of sales at Suburban Gas, was promoted to vice president in charge 
of sales. . .. Dillard Cantrell, chief engineer for Trinity Steel Co., 
Inc., was promoted to assistant to the president. 














CURRENT L. P. GAS & L. R. GAS PRODUCTION & INVENTORIES 

(A. P. I. figures — in thousands of gallons) 
Bu-—Pro Iso- Other Total 
Mix Butane Mixes LPG 





Total 


Propane Butane LRG 





Production (U. S.) 


‘60 to date.... 
'59 same period 2,404,569 1,345,444 


145,424 
149,726 


2,741,486 1,412,453 


67,309 
66, 299 
443,491 
490 ,608 


50,089 
52,747 
451,822 
413,836 


71,493 
73,121 
549, 140 


631,525 
616,275 


5,598,392 


281,294 
2356 , 5354 


2,147,530 


482,996 5,137,363 1,840,647 





Inventories (8-31-60) 





Zone A 


(8-31-59) 


17,568 
54,160 
71,3596 
111,718 
134,642 
249 , 866 
3,231 
908 


643,489 
697 , 762 


2,525 
5,544 
37 , 536 
10,805 
209, 308 
104,094 
733 
316 


370,661 
249,081 


39 

157 
431 
14,050 
918 
598 
8,855 
129 


25,177 
30,176 


49 ,673 


10 
988 
51 
40 
2,618 
72 
54 
125 


20,142 
62,790 
113,555 
137 , 787 
370,364 
358 ,'745 
12,873 
1,611 


3,958 1,077,867 
18,463 1,045,155 


14,018 
25,083 
10,775 
707 
56,198 
2,511 
1,015 
32,178 


140, 485 
119,968 











John Spiller, plant 
manager, pulls the 
ring that automati- 
cally closes all tank 
outlets for safety 
purposes. 


Redesigned. plait, Blackmon OOgpw. v 


puwp break the Loading —vnloading 


pttlenece for. Alans 


You'll recognize the bottleneck. Williarns 
Butane Co. (recently acquired by Algas) in 
Fresno, California, was trying to keep tour 
bulk trucks on the move with a plant that 
included two 3,000 gallon butane tanks and 
one 4,000-gallon propane tank. A 50 GPM 
pump, two-inch piping and globe-type 
valves just couldn't pass the ammunition 
fast enough to prevent a line-up. So, it was 
acommon sightto see three trucks and their 
drivers waiting in line... just when season- 
al fuel requirements were at their highest. 
The delays became even more obvious 
when the 8,000-gallon truck-trailer trans- 
ports rolled in from the refinery and mono- 
polized the set-up for over two hours un- 
loading. Results: too little gas moving out 
and too much overtime piling up. 

That was before Lester Luxon, vice presi- 
dent of Algas’ gas plant division put in his 
oar with a new system designed around a 
Blackmer 100 GPM liquefied gas pump. A 
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new 18,000-gallon propane tank was added, 
plumbing was upped to 3-inch size and new 
quick-acting valves were added. Now load- 
ing and unloading goes on simultaneously. 
Trucks load in 12 minutes instead of an 
average 40 before the change (which also 
eliminated the need for an extra truck Algas 
thought they might have to buy). Trans- 
ports now unload in less than an hour, 
versus more than two hours before (some- 
times means an extra trip a day). Overtime 
pay has been cut to the bone. 

That's not all, either. Spring-closing outlet 
valves on all tanks can be snapped closed 
instantly from several control stations, and 
even from outside the security fence sur- 
rounding the area. Linked control arms on 
the circuit valves prevent intermixing of 


‘liquid materials handling’’® equipment 


4» Blackmer LGL-3 pump is 
100 GPM heart of versatile 
piping system. 


propane and butane. Liquid and vapor lines 
are set in concrete to prevent piping dam- 
age should a connected truck move. Fuel 
being unloaded can be piped to any of 
the four tanks or directly into a waiting 
bulk truck. 

Pretty sweet set-up, isn't it? There may be 
some ideas here for you, and there cer- 
tainly are some in many other such success 
stories on file at Blackmer Pump. Let’s 
work together to put a Blackmer LG Pump 
at the heart of the best possible system 
for your needs. Contact your Blackmer 
Distributor or write us direct. 


For complete data on Blackmer Liquefied 
Gas Pumps, write for Bulletin. 500. 


lM ER / liquefied gas pumps 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 








MISSILES TO MUFFLERS 


Bridge production gap for 
oil field manufacturer 


Beaird-AMF 
» A company 
on the go. 


NEW PRODUCTS, 
SKILLS, IDEAS SPARK DRIVE 


Under the guidance of a tall (6’3”) soft-spoken Texan, 
President John L. Tullis, Beaird is on the rebound from 
a low caused when the oil industry skidded into its own 
personal recession in 1958. 


Long a major supplier of equipment (skid-mounted 
packaged compressors, pressure storage vessels, rail 
tank car tanks, steel piling, LP-Gas transports and home 
LP-Gas systems), Beaird has repeatedly demonstrated 
its ability to move swiftly in a competitive situation. 
Pioneering with the first packaged compressor plant in 
1946, they established and dominated the market for 
this product despite intensive competition. Equally in 
the LP-Gas industry, Beaird moved, in five years, from 
its first LP-Gas system in 1946 to the industry leader- 
ship, with a host of products serving every phase of the 
market from dealer to home. 


Now entering new markets with new creatively engi- 
neered products (“Belex,” a self-operated condensate 
recovery unit for installation at wellheads and a skid- 
mounted complete gasoline plant composed of eight 
separate processing units), Beaird has received an addi- 
tional boost from acquisitions and defense contracts. 
Maxim, the oldest name in silencers (gross sales 
$3,000,000 in 1959) has been acquired by AMF and 
assigned to Beaird to manufacture and market. The 
bustling shop program is also producing an $8,500,000 
order for giant Atlas Missile launching components 
and a large order for stainless steel Titan missile fuel 
tanks. Beaird has targeted a stepped-up sales goal in 
60 and is headed upward with a rush that may well 
take it far beyond its most optimistic predictions. From 
its people in the shops to its wide-flung dealer and sales 
organization, there is a firm belief that Beaird-AMF is 
a company on the go...and getting there in a hurry! 





BEAIRD - AMF © si Long lasting enamel finish is just one 
‘a of many basic improvements Beaird 
World's Largest Fabricator s 4 has brought to LP-Gas industry. To 
i m a make new finish possible Beaird in- 
of LP-Gas Systems Stalled giant “assembly line” plate shot 
blast equipment at both Shreveport 
and Clinton plants. Beaird has contin- 
ued to strengthen its LP-Gas market 
position with a vigorous dealer pro- 
gram that includes area stocking and 
long term financing. 








World's largest LP-Gas storage vessels 
—capacity 5,000 bbls. each were built 
by Beaird for Creole Petroleum, Ven- 
ezuela. One of firm’s oldest and best 
known products, Beaird storage ves- 
sels are manufactured in a size range 
from 6,000 wg. to 105,000 wg. capac- 
ity for the oil, gas and petrochemical 
industries. 


4 : Belex Condensate Recovery unit, 
CO: Transport, has welded aluminum shell over ‘ue ig mounts at wellhead to extract hydro- 
four inches of insulation that surrounds the T-1 & . A carbons (gasoline, propanes, methanes, 
steel...325 psi tank. Other specialized Beaird , e — = etc.). Fully packaged and automatic 
units are formed of stainless steel for chemical pie 3 : in operation, the Belex unit offers high 


hauling. T-1 Steel Transports for LP-Gas Market — product recovery with low installation 
lead Beaird transport sales. cost. 


10,000,000 Cubic Feet of Gas per Day can 5e Twenty-five ton silencer, one of the many Maxim silencers now 
handled by this Beaird Skid Mounted Gasoline produced by Beaird. Others include little two-pound units for 
Plant. Expensive field labor and installation home lawn mowers, sizes for heavy duty engines and special 
hook-up is reduced to minimum and the plant is types for ships and industrial plants. 

almost wholly salvable when moved to a new 

location. It was process engineered and installed 

by O. L. Olson Engineering, Houston, Texas. 


another 


Am \BEAIRD 


product 


Navy Submarine has an AMF-Maxim monel and stainless steel 
THE J. B. BEAIRD COMPANY, INC. sea water plant which demonstrates Beaird’s new metal handling 
A subsidiary of American Machine & Foundry Company _ Skills. Fabrication including welding of aluminum and magne- 
SHREVEPORT, LOUISIANA sium for rail tank cars as well as work in other exotic metals 

CLINTON, IOWA has become a routine assignment at Beaird. 








OPERATING AN 
L.P. GAS Business 


A Handy Reference Library of 
12 Practical Booklets 


Each booklet is a collection of the best 
articles on the titled subjects which have ap- 
peared in Butane-Propane News. 15 or more 
subjects under each cover, from 48 to 64 
pages of information written by authors 
recognized for their experience in the indus- 
try and their technical know-how. 


. Problems of Management 


~ 


Bulk Plant Design and Operation 


has 


Fuel Transfer with Pumps & Compressors 
. Servicing Domestic Appliances 


uu 


Consumer Bulk Systems 
Selling 

Commercial Applications 
. Industrial Applications 
Farm Applications 


cee 
Serene 


Poultry Brooding and Incubating 
Power 


Faster, Lower Cost 
LP-Gas Deliveries 


—_ at 
RN = 


Town Plants 


You make faster deliveries two Available separately or as a set 


ways with Hannay reels. Full- Panay Tees i e 
flo inlets and outlets deliver more ’ ORDER FORM ------------ 
BUTANE-PROPANE News 


product at faster flow rates with 
minimum pressure loss. Hose is 198 S. Alvarado St., Los Angeles 57, Calif. 


unwound faster for deliveries on 
either side of the truck. With 
Hannay Guidemaster, push-but- 
ton level rewinding is almost au- 
tomatic and is completely explo- 
sion-proof. 








Please send me, postpaid, the booklets ordered below. 


1 enclose $ in full payment. 
(In California add 4% sales taz.) 


[_] Complete set of 12 


INDIVIDUAL BOOKLETS 


[] No. 1—$1.00 C] No. 
C] No. 2—$1.00 C] No. 
C1) No. 3—$1.00 
C No. 4—$1.00 
1) No. 5—$1.00 
C No. 6—$1.00 


Costs go down, profits go up 
when you deliver more product 
and handle hose faster with 
Hannay reels and Guidemaster. 
You'll find the right reel for your 
equipment in the big Hannay LP- 
Gas Delivery catalog. Send for 
your free copy today. 


Hose Reels by 





City & State 


CLIFFORD B. HANNAY & SON, INC., WESTERLO 3, N. Y. 
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Your bankbook proves 
American Metered Service 
helps build sales... 

Cuts Costs 


WC-45-LPG Welded Steelcase 


LP-Gas meters bring utility-type service to your customers, build 
confidence in gas and gas appliances. That’s one reason so many industry 
leaders capitalize on the load-building ability of American metered 
service. They also appreciate the operating economies possible with metered 
service ... buy more gas when rates are low by using increased storage 

on consumers’ premises ...no revenue loss from “dump gas” sales by 
competitors...sliding rate schedule with minimum charge...no more costly 
cross-hauling or out-of-fuel calls. 


e 

l 

| 

l 

1 Light weight, sturdy, economical 

| . ideal for average domestic 

| service without central heating. 
Features removable soldered 

| top and internal, counter-type 

| index. Rated capacity 45 cfh 

| propane at 14-inch w.c. differ- 

| ential —5 psi working pressure 

— ¥2-inch FPT connections— 

I 


Ask your American representative to detail the many ways an 
shipping weight 8 Ibs. 


investment in metered LP-Gas service builds sales, cuts costs and 
increases profits. AIT ie ary Sv ee pre ST 


— MERICAN 
@Y) AMERICAN @@ 


INCORPORATED 4ESTABLISHED 418368 


el ee | 


GENERAL SALES OFFICE: Philadelphia 16, Penna. » Albany » Alhambra « Atlanta + Baltimore + Birmingham » Boston » Chicago « Dallas « Denver « Erie « Houston 
Kansas City « Los Angeles » Minneapolis *« New York « Omaha « Pittsburgh +« San Francisco + Seattle « Tulsa » Wynnewood 


IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario » Calgary » Edmonton « Montreal + Regina *« Vancouver 


SUPPLIERS TO THE GAS INDUSTRY for Ironcase, Tinned Steelcase, Aluminumcase, and Welded Steelcase Meters « American-Westcott Orifice Meters « instruments 
Reliance Regulators « Apparatus « Valves 
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LOOK FOR EVEN BETTER SERVICE FROM TULOMA 


Tuloma is really spreading out! 

We are adding, building, buying, growing, and 
improving. This is expansion — expansion 

in all parts of our operation — expansion that 
is well planned to give you even better service! 
Contact the nearest Tuloma sales office. 


You can Take Tuloma and GROW! 





£ ty, 


ulomna 








| ey) 





TULOMA GAS PRODUCTS COMPANY 
Pan American Building * Phone LUther 2-3261 * Tulsa, Oklahoma 


x Tuloma is expanding too much to fit properly on just one page! 
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DISTRICT OFFICES: 
Yorktown, Virginia 
Casper, Wyoming 

Salt Lake City, Utah 
St. Paul, Minnesota 
Ulysses, Kansas 
Houston, Texas 
Midland, Texas 

El Dorado, Arkansas 


REGIONAL OFFICES: 
Albany, New York 

Des Moines, lowa 
Montgomery, Alabama 
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By WILLIAM W. CLARK °* Editor 


The jumping bean game 

THERE IS A GROWING DISILLUSIONMENT among 
leading retailers, in all lines, with price cutting. 
Its advantages are becoming more and more 
dubious all the time. 

What’s happening in today’s market is a pretty 
good demonstration of this fact. Take certain 
lines of appliances, for example. Sales have been 
depressed for months. Stock just won’t move. 
No amount of price appeal or gimmickry will 
pry the customers loose from their dollars. 

Yet they do have the money. Wages are still 
rising, and there’s plenty of money in the bank. 
People simply can’t be rushed into buying. They 
feel confident prices will not go up—not appre- 
ciably, anyway. 

It’s a rather sad commentary on the conduct 
of business. When times are good, you give away 
your profits to stimulate even more buying. When 
a small recession sets in, you’ve nothing left to 
give—except the store. 

Customers, it seems, are themselves becoming 
disillusioned with all the artificially inflated list 
prices and phony discounts. They begin to think 
once more in terms of quality. Gadgets that have 
little relationship to performance are losing their 
appeal. There is a swing back to durability, ser- 
viceability—and good service. 

Many large retailers have learned that all the 
emphasis on price has only led to “trading of 
customers.” For every customer one lures from 
his competitor, his competitor lures one from 
him. Clientele has become about as stable as a 
collection of jumping beans. It costs money to 
add new customers, and it costs money to lose 
the old. 

Aside from the impact of these market facts 
on the appliance side of our business, there’s a di- 
rect parallel on the gas side. In many of the more 
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competitive areas, trading customers has been 
a favorite pastime. Price alone has not been the 
only basis for the trade. A lot of customers sim- 
ply make a career out of finding “patsies” among 
dealers—dealers who are happy to accept one 
of his competitor’s customers with no questions 
asked. Why is he ready to drop another dealer? 
Most any good cock-and-bull story will do. 


Dealers who have been bitten by such jumping 
beans say that the biggest single reason why 
they jump is because they can’t, or won’t, pay 
their bills. In one area, dealers admit—with a 
wry grin—that they are now getting back jump- 
ing beans who took off and left them (holding a 
big bill) several years ago. What has all this 
shuffling and reshuffling accomplished ? 


If conventional retailers, whose every sale is 
an individual, separate transaction, have found 
that trading customers is a losing game, how 
could businessmen in a route-type business such 
as ours escape the same conclusion? 


There is merit in a little good, old-fashioned 
conservatism in business. One successful Mid- 
western dealer, who is growing solidly if un- 
spectacularly, and is making a good profit, has 
these points in his credo: 


¢ He does not accept every customer he can 
get. Each one must be a profitable customer— 
economical to serve, stable, and “good pay.” 


e He stresses service, thereby keeping his 
profitable customers. 


e He refuses to oversell the fuel. He’s in the 
carburetion business, but unless he is satisfied 
that a conversion will actually benefit a prospect, 
he will not sell it. If he accepts that customer, 
he expects him to be a steady, long-term cus- 
tomer. 


There are no jumping beans in his bag of 
customers. * 





“T-1” Steel tankers help cut rates 10% 


“No other metal on today’s market does the job as 
economically and efficiently as USS ‘T-1’ Steel in our 
LPG carriers,” says Mr. John T. Peirick, Director of 
the LPG Division of Producers Transport, Inc., New 
Buffalo, Michigan. 

“P.T.I. covers the entire midwest and east coast. 
Since we purchased the first “T-1’ Steel tanker in 
1954, our fleet of fifty tankers has been completely 
converted. The new carriers weigh 4,000 lbs. less than 
the old units, but carry 4,700 gallons more propane,” 
reported Mr. Peirick. “This boosted our delivery 
capacity 102% and the reduced dead weight cut 
transportation cost. 

“We have trucks on the road day and night, seven 
days a week. Averaging two trips a day, each carrier 
logs a minimum of 75,000 miles a year. The old units, 
with smaller payloads, would have to make twice as 


This 11,000-gallon LPG tanker made of USS “T-1" Steel at 82% capacity, 
hauls 102% more payload and weighs 4,000 Ibs. less than older units. It 
was built by J. B. Beaird Company, Shreveport, La. 


many trips to handle our deliveries. About this same 
time legal load limits were raised in the midwest 
states,” explained Mr. Peirick, “which increased our 
earnings per mile. 

“The savings resulting from these efficient new car- 
riers and the increase in allowable gross vehicle 
weights were passed along to our customers as a 10% 
rate decrease. We expect to reduce our costs further 
with additional “T-1’ Steel carriers as they are 
needed.” 

USS “T-1” Constructional Alloy Steel has a mini- 
mum yield strength of 100,000 psi. This permits 
design to high working stresses. That’s why you can 
get such large payload increases. Take advantage 
of “T-1” Steel’s strength and weldability. Contact 
our nearest sales office or write United States Steel, 
525 William Penn Place, Pittsburgh 30, Pa. 


USS and “T-1’’ are registered trademarks 


United States Steel Corporation—Pittsburgh 
Columbia-Geneva Steel—San Francisco 
Tennessee Coal & lron—Fairfield, Alabama 

United States Steel Supply—Steel Service Centers 
United States Steel Export Company 


United States Steel 


This mark tells you 
“4 a product is made of 


modern, dependable Steel. 











NEW FISHER TWO-STAGE REGULATOR PACKAGE 


Installs for Less than Single Stage! 


922 or 932 


Second Stage 


Regulator 


Mitey Joe, R300 First Stage Regulator 


Here in one complete, low cost package you get the Mitey Joe, 
Type R300, a high capacity, accurate first stage regulator, plus a 
rugged, perfectly matched 922 or 932 second stage regulator. 

The compact, simply designed Mitey Joe is preset to deliver 10 
pounds outlet pressure to the second stage regulator. It never 
needs adjusting and can be mounted on its own connections 
without a bracket. In addition, Mitey Joe’s streamline design and 
large orifice reduces freezing problems to the absolute minimum. 
It is available with either a straight or angle POL. 

Fisher’s dependable second stage regulator (922 or 932) 
delivers a precise 11" water column, and insures trouble-free 
appliance service. 

Once this Fisher package goes to work, two-stage regulation 
insures that appliance pressure is steady under all load conditions 
throughout the year. Save yourself the worry, service calls, and 
expense of single stage regulation. 





FOUR REGULATOR PACKAGES AVAILABLE 





Package No. 922-233 922-234 932-139 932-140 
lst Stage Regulator R300-22 R300-23 R300-22 R309-23 
Iniet Conn. St. POL Angle POL St. POL Angle POL 
2nd Stage Regulator 922-15 932-10 
Connections hx 4 FNPT x ¥% FNPT 
Orifice Size Ne Ie 
Capacity CFH 300 500 
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These Important 
Two-Stage Advantages 
ina 

Money-Saving 
Installation 


* Assures better appliance pressure 


* Requires smaller piping 
from tank to home 


* Reduces freezing troubles and 
customer complaints 


Write for special 
information on advantages 
of Two-Stage 

Regulation 
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9 YOURS FOR THE ASKING 


As an LP-Gas marketer you need the help and 
cooperation of your supplier. You need a 
supplier who won’t let you down when the 
demand for fuel goes up. You need a supplier 
who will assist you in planning a modern plant, 
work with you on special installations, and 
help you SELL more product. 


Sinclair’s expanded TRUFLAME LP-Gas 
Program can help you make more profits this 
year. There will be more product available, 
increased man power will help increase engi- 
neering services, and the new TRUFLAME 
50/50 Advertising program is better than ever. 


If you are in this area, or on the fringe, you can become a Sinclair TRUFLAME 
LP-GAS distributor. Write for complete information today. 


SINCLAIR OIL & GAS COMPANY 


LIQUEFIED PETROLEUM 





SALES OFFICES 


NORTHEAST 
| WISCONSIN-ILLINOIS 


Arlington Heights, Illinois 


Harrisburg, Pennsylvania 


GAS SALES DEPARTMENT 
SINCLAIR OIL BUILDING » PHONE LU 4-0411 + TULSA 2, OKLAHOMA 


SOUTHEAST 


Montgomery, Alabama 


MICHIGAN-INDIANA 
St. Joseph, Michigan 
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Christmas 
News / Sell-0-Rama 


How to 


Sell More Gas Appliances 
This Christmas 








SAFEGUARD 
a 
WATER HEATER! Bi) 








Specify the quality leader... ROBERTSHAW! 
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You CAN 
Sell More Appliances 
This Christmas! 


CHRISTMAS CAN BE A GOOD appliance-selling season. It depends on 
whether you believe you can get your share of your community’s Christmas 
business. It depends on whether you concentrate all your efforts on keeping 
your customers’ tanks full or whether you get out and promote appliances. 

You have to make the community aware of your business, build floor 
traffic to the maximum, sharpen your sales pitch to the finest point, 
glamorize gas appliances, and show how a particular appliance makes a 
very desirable Christmas gift. It takes real salesmanship, real show- 
manship. 

Many women would like nothing better than a new range or dryer for 
Christmas. Get the townsmen and their wives into the showroom together. 
Plant the gleam in the wife’s eye and her husband will see it. 

But you can’t sell everyone with the approach that appealed to yes- 
terday’s far more austere generation. Many of today’s family men might 
never buy an appliance as a personal gift—but they would buy it as an 
extra gift for the family or home. With these people, you must set the 
stage for an impulse purchase. Stress that their initial enjoyment of the 
appliance will be greatest if they buy it now, when they are doing the 
most entertaining. Then add that they will continue to enjoy it for a long 
time—and they’!l feel they’re acting wisely, if impulsively. 

Feed that impulse and you’ll be feeding your cash register. Emphasize 
that the new range will make cooking the Christmas dinner an occasion 
to remember. Emphasize that the new refrigerator will supply more than 
enough ice cubes for the big New Year’s Eve party and other holiday enter- 
taining. Emphasize that the new dryer will rescue mother just in time 
from her frigid backyard and give her more time when she wants it most 
—for seasonal visiting and enjoying her children’s Christmas vacation. 
Emphasize that the gas light will provide instant Christmas spirit. 

People can talk themselves into large spur-of-the-moment purchases 
if they can only see a way to pay for them. Solve this problem by arrang- 
ing with a local lending institution to delay payments 60 or 90 days— 
until the other Christmas bills are paid. 

This is the free-spending, living-it-up era. And at no time is the spend- 
‘ng more free, the tendency to live it up more great, than during the 
holiday season. Take advantage of this opportunity. Use the time-tested- 
gift-for-the-little-woman approach. But add to it the impulse-gift-for-the- 
home approach. It could mean the difference between a full and a half-full 
cash box on Christmas Eve! & 
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The Foundation of Your Promotion: 





A natural for Christmas decorating, these gas 
lights were decorated by Arkla Air Condi- 
tioning Corp. Above, clever use of the address 
bracket makes the light a good advertising 
vehicle. Below, red and white oil cloth trans- 
form this gas light into a fairyland lamp-post. 


Display 
and 


Decoration 


WHETHER YOU PLAN AN AMBITIOUS, all-out Christmas 
promotion or a very limited one, the foundation upon 
which you build will be the same: display and decora- 
tion. 

Regardless of the circumstances, the basic unalter- 
able fact is that you have merchandise to sell and this 
merchandise must be seen to be sold. Therefore, it 
must be put on display. If you're going to promote 
this merchandise in any way other than to just let it 
sit there, it must be displayed attractively and that 
means adding the element of decoration. 

Think for a minute how important display and 
decoration are during the holiday season. At this 
time of the year, nearly every social being seems to 
consider it his personal duty to radiate his share of 
Christmas spirit. But he is too preoccupied with other 
things to generate it by himself, so he must rely on 
outside influences, such as the Christmas displays 
and decorations he sees everywhere. Just about every- 
one, therefore, is looking for these displays and deco- 
rations. If you don’t display and decorate—and do a 
good job of both—your business will pale by compari- 
son with the gaily decorated business establishments 
around you. If you do decorate, those who would 
ordinarily pass by without paying any attention will 
not only look at your place, but may stop to admire 
it—and read your sales message. 


Basic Display and Decoration Principles 


Displays and decoration must accomplish a two- 
part operation: attracting attention and selling. 
Let’s go over the basic necessities. You’ll need: cor- 
rect arrangement, color harmony, effective harmony 
in merchandise, effective merchandise treatment, 
suitable props, and dramatic appeal. 

Correct arrangement is both your first and last 
consideration. Your whole effort should begin by 
working out plans for what appears to be the best 
basic arrangement. And the last thing you will do 
is check the final display to make sure that some- 
where along the way you have not drastically dis- 








turbed that arrangement. Arrangement is the most 
complicated factor, the place where it is easiest to 
go wrong and nullify your efforts. 

Good arrangement consists of proper proportion, 
balance, and harmony, three elements so integrated 
that they must be discussed together. The simplest 
way to achieve balance is a perfectly symmetrical 
arrangement. But, this is only occasionally the most 
effective solution. Usually, occult, or hidden, bal- 
ance is more effective. In either case, the net result 
is an optical balance, in which both sides seem to 
be about equal, to have equal “optical weight.” The 
easiest way to visualize this is by thinking of a 
display as being on a see-saw. Thus, the lighter an 
item appears to be, the farther it should be from 
the center of the display. Here are examples of both 
types of balance; symmetrical (left) and occult 
(right) : 


These, of course, are highly simplified examples. 
In either case, the center item could be taken away 
giving you the minimum in a multi-element display. 
From this minimum, you can build up the number 
until you reach the maximum for your display sit- 
uation, the proper proportion of the number of ele- 
ments to the available display space. These elements 
might be merchandise, but they might also be props; 
signs, manikins, or color panels. Here are examples 
of more complicated symmetrical (upper) and oc- 


cult (lower) balance: 








am 





















































Note that the use of color—represented by gray 
shades in the drawings—introduces another con- 
sideration. Balance is not only a function of physi- 
cal size, but also of color. Against a light back- 
ground, for example, a light object will have much 
less optical weight than a dark object of the same 
size. With a little effort, you can work up some 
interesting tricks with color, particularly if you 
are creating an occult display. 

If an occult display offers so many advantages, 
why consider a symmetrical one? Because the latter 
has one distinct advantage. While the occult dis- 
play must be relatively “light” to be effective, the 
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symmetrical one can be much heavier and more 
massive. To boil it down to specifics, when you want 
to effectively display a maximum of merchandise in 
a minimum of space, your only choice is the sym- 
metrical display. To get even more specific, occult 
display might only permit a refrigerator, a room 
heater, and a campstove—along with the necessary 
props—in a given window. On the other hand, a 
symmetrical display in the same window might ac- 
commodate two refrigerators and two room heaters 
—and possibly two small campstoves. Of the two, 
the occult display would undoubtedly attract more 
attention and would look more professional. It could 
be much more seasonal, since there would be more 
room for props. 

Thus far, we have discussed displays as if they 
were only two-dimensional, which, of course, they 
are not. Also, we have not fully defined their rela- 
tionship to the confines of the display space. The 
general rule is to center the most important thing, 
but otherwise, variety provides interest. Keep the 
most important thing at eye-level and fairly well 
centered. If your display area has depth, place some 
elements toward the rear, some toward the front, 
and some in the center. If your display is light, 
keep it fairly well centered, width-wise. If it is 
heavy, it can take up the entire width of the display 
area. 

Here’s one final tip on arrangement. You can get 
a lot more in a given space and do it a lot more 
effectively—if you group items of the same size, 
type or color together, treating each group as an 
element of the overall arrangement, like this: 












































Color harmony is generally a cinch. Instinct will 
tell you whether your colors match. But to get the 
most effect, you will want some color contrast. For 
this, you can again rely on instinct. If your con- 
trasts tend to run to extremes, you might verify 
them by consulting color charts, which are generally 
found at your paint or home-furnishing store, and 
in home-making magazines. 

Harmony in merchandise should also be easy. 
Gas appliances are easily divided into those that 
appeal to women and to men. If you have several 
display areas, you might utilize an area-of-use break- 
down. All kitchen appliances will be in one area, 
laundry room appliances in another, utility room 
appliances in a third, and smaller display areas for 
domestic outdoor gas burninsg equipment and camp- 
ing equipment. 

Effective treatment of your merchandise is not a 
one-step operation but rather is the sum total of 
your display and decorating effort. Still, there are 
things you can do with the appliances themselves. 
Instead of lining them up in a straight row, angling 
or offsetting some will increase interest. Opening 
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"Speedy Therm," the dynamic little flame-headed figure who has 
worked for gas utilities for years, has just made himself available 
to the LPG industry. In Kris Kringle costume or sans Santa suit, 
Speedy can work in a variety of promotional materials from large 
stand-up displays to small window stickers. On each job, he brings 


a door might do the same. If you rent a manikin 
and pose her so she is ready to close the door, the 
effect will be heightened interest. 

The props, themselves, and the dramatic appeal 
they provide are easier for a Christmas promotion 
than for any other type. You can start looking for 
props at your local five-and-ten, department, or dis- 
play equipment stores. Seasonal display material 
is always available from trade associations and 
manufacturers. 


Dramatic appeal is a cinch. No holiday has more 
appeal than Christmas and you have the merchan- 
dise to heighten that appeal. Gas lights give off a 
soft glow that is at once warm and welcoming— 
and nostalgic. Ranges create all the wonderful 
smells of Christmas; the browning turkey, the home- 
made cranberry sauce, the plum pudding. 


These simple ideas for institutional window displays can be executed 
in either two or three dimensions. You should find it easy to adapt 
readily available materials to these basic themes. 














the gas flame right into the Christmas picture. And—just in time 
for holiday giving—Speedy has a new giveaway, a matchbook-sized 
sewing kit that sells for as little as six cents with your name im- 
printed. For more information on Speedy's services, write G-A-S, 
1505 Race St., Philadelphia 2, Pa. 


Window Displays 


All that has been said up to now can be applied 
to window displays. But since Christmas is a very 
special time, you can kick over some of the rules. 

For example, while the prime purpose of display 
is to sell, you might try a non-sell window and get 
even better results. This makes sense, since the 
primary function of your window is to bring people 
into your store; and a non-sell window that creates 
tremendous interest can do just that. A very well 
done nativity scene, one huge bell, and a tremendous 
blow-up of a Christmas carol are a few of the real 
attention-getters. Anything with animation is a sure 
traffic-stopper. Such displays might be purchased 
used from department stores in neighboring towns 
—or you might lease them from display houses. 

The only sell in such a window should be a small, 














Customer incentives bring them in to see 


THE HAMILTON DIFFERENCE 
--.and they buy! 


It’s Hamilton’s dealer philosophy that you’re entitled to all the cus- 
tomers we can help you get. That’s why Hamilton supplies continuing 
promotions . . . each one a field-tested, proved attraction that encourages 


prospects to witness a Hamilton Dryer Demonstration. 


This month, Hamilton is inviting new customers to your store with 


the offer of a luxurious Linen Calendar Towel—a $1.00 value for only 
This unique Linen Calendar 
Towel has double appeal. 
making promotion calendar. Easiest way to sell-out results... more | Promote it as ““The Gift to 

Give ...the Gift to Get!” 
profits on the 1961 Hamiltons. Promoted through national 
and local advertising. Call 


your Hamilton distributor 
When it comes to LP Gas Appliance Business for details. 


YOU'RE A STEP AHEAD WITH HAMILTON 


49¢. Get the full impact of this, the newest event on Hamilton’s money- 











AUTOMATIC WASHERS « AUTOMATIC CLOTHES DRYERS * HAMILTON MANUFACTURING COMPANY TWO RIVERS, WIS. 
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A caroling group, either in two or three dimensions, is a natural 
addition to a gas light for exterior decoration. You can buy such 
groups or make them yourself. One way to promote the lights 
would be to give away a caroling group with each. 


neat invitation asking the public to come in for a 
cup of coffee and a Christmas cooky—or to come in 
and see your line of Christmas gifts. One advan- 
tage of this type of window is that it may be 
used as your only Christmas decoration — espe- 
cially if handled so a portion of it can be seen from 
inside the store. Another advantage is that it can 
institutionalize your business—if you make a cus- 
tom of showing an outstanding window each Christ- 
mas. The entire community will look forward to 
your window each year, elevating your firm far 
above the “just-another-business” level. 

Certain basic themes are good at any time, includ- 
ing Christmas. News is always good, so a large 
photostatic blow-up of a news item predicting mar- 
row-chilling storms will pull very well. The sell 
can come in a simple message inquiring if all family 
members will be warm on Christmas morn. If they 
won’t, you have a complete line of room heaters. 

Mystery is always intriguing—so the peek-a-boo 
window invariably gets a lot of attention. Painting 
over the entire window and leaving a few peepholes 
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brings out the sidewalk-superintendent in everyone, 
actually gets them to stare into your place, instead 
of merely glancing. 

Nostalgia is perhaps the most appropriate theme 
of all. Your best tie-in here would be to locate an 
ancient gas range and set it up in an old-fashioned 
kitchen, alongside a modern gas range in a modern 
kitchen. Done with leased manikins and appropriate 
Christmas props, it’s a natural. 

Whatever merchandise you show in the window 
should be slanted toward the needs of the season, 
even if you do little or no decorating. There are 
three reasons for this: first, the window will be 
more productive when the merchandise has selling 
appeal; second, passersby will gain the impression 
that the store is alert and has the right merchan- 
dise; third, they will be more likely to buy on im- 
pulse if they see merchandise that they need or 
would like. 

Generally, windows should be changed frequently. 
However, you will put a lot of time and money into 
your Christmas window, so you will undoubtedly 
keep it from Thanksgiving to Christmas. This means 
it will need some maintenance work. Do it! Dust 
the merchandise and keep the window and floor 
clean. 

Remember that if you get sufficient foot traffic past 
it, your window is your best advertisement. Tests 
have proved that more people are influenced by ade- 
quately seen window displays than by any other 
form of advertising. 


Exterior Decorating 


The sky is quite literally the limit when it comes 
to decorating your building’s exterior. Your efforts 
will, however, be somewhat limited by the size and 
shape of your frontage and your building. 

With a natural like gas lights available, and one 
of the items you’ll want to push, it is logical to start 
with them. Several lights set up along the curb are 
a good start. Decorate them with greens, or hang 
small signs on them, as shown in the illustration on 
the first page of this article. Under one or two of 
these lights, you could set up a caroling group or 
groups. Since this would make a good annual dis- 
play, you might invest in some used department 
store manikins and dress them appropriately for a 
three-dimensional display. Or you could buy a 
caroler group from a display house. 

If you are a do-it-yourselfer and have a little time, 
you can make the caroler group from plans available 
from the Masonite Corp. or from full-size templates 
available at your local Masonite dealer. These plans 
and templates are keyed, as shown in the accom- 
panying illustration, so you can paint them real- 
istically. Masonite plans are also available for 
Santa, Mrs. Santa, reindeer, giant canes, trees, bells, 
bows, choir boys, and a complete nativity scene. 
Included are instructions for mounting, either on the 
ground or on the roof. 

If you do not relish painting figures, there is an- 
other alternative. U-Bild Enterprises (15155 Saticoy 
St., Van Nuys, Cal.) has come up with a line of 
king-size cut-outs. Printed with waterproof mate- 
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FROM FLOOR TO CEILING 


Arkla-Humphrey Multi-Directional unit heaters are accepting congratula- 
tions now. At long last, industry's toughest heating problems have beer 
solved by the Multi-Directional ! 


Tests show a 15.38% fuel saving with only a 3° temperature differential 
from floor to 18’ ceiling! Smoke photo above shows you why. The Multi- 
Directional is the first and only unit heater to discharge heat straight 
down, out in front, or from either side, or any combination of these three! 
Pulling the heat from the ceiling with top mounted fans eliminate over- 
heated ceilings, too. 


Ar A: 


— \WFhemphney 


Write for complete information. 
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Deluxe Model V5131. Available with 
g or short element or tube i 


Take advantage of Honeywell's reputation for quality 
by featuring Honeywell controls on your water heaters 


Your sales talk hits home quicker when you equip your 
water heaters with Honeywell controls. Customers 
_ know that the name Honeywell means quality—the 
“kind of quality they can depend on. It’s only natural 
that the maker of the world’s finest thermostats also 
makes the world’s finest water heater controls. 

@ Top-mounted setting of both temperature and gas 
cock gives greater convenience, eliminates stooping 
and squatting. 

@ Built-in pressure regulator, properly located in gas 
stream (models available without pressure regulator). 





@ Safe-lighting interlock prevents accidental turning 
of gas cock to off position once it has been put in pilot 
position. Pilot can only be cocked in pilot position 
of knob. 
@ Universal Duofilt filter resists clogging by both 
dust and gum, works on all gases. Included at no extra 
cost. AGA listed. 

Get complete information on Honeywell’s quality line 
of water heater controls by calling your local Honey- 
well office. Or, write: Minneapolis-Honeywell, Dept. 
PH-8-149, Minneapolis 8, Minnesota. 
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Newly styled standard Model V5130. 
Choice of long or short element ot tube, 
with or without pressure regulator. 
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This is a portion of the plans for exterior decorations put out by the Masonite Corp. Note that the figures are color- sae to facilitate 


painting. 


rials to withstand severe weather, they include: 
Santa, Mr. & Mrs. Snowman and family, choir boys 
and angels, nativity groups, reindeer and sleigh, and 
a merry group of elves. You merely glue the figures 
to plywood, Masonite, or another hardboard, then 
cut them out. 


Interior Displays and Decorations 


Once your exterior decorations and window dis- 
plays have brought people into the store, it is up to 
your interior displays and decorations to finish the 
selling job. 


First, and very important, interior displays should 
create a pleasing general impression, making the 
customers glad they came and reluctant to leave. 
Generally, this means the more Christmas atmo- 
sphere, the better—although there is a saturation 
point. The safest system is to cover all bases with- 
out overdoing anything. Neat simple decorations 
are much better than a sloppy attempt at elaborate 
ones. 


Part of the favorable general impression is created 
by good housekeeping. Merchandise should sparkle. 
From floor to ceiling, your showroom should be spot- 


The model gives you an idea of the size of Mr. & Mrs. Snowman and their family. These full-color, waterproof figures are both pattern 
and finished surface, being glued to plywood or hardboard, then cut out. 
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efficiency tests prove 
| Empire direct vent line 
es 7.8% more heat 
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DOUBLE WALL CASING 
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Now, Empire proves gas heat is the only modern, 
economical heat. These “hidden” reasons, proven 
and tested, makes selling easier and quicker. A 
complete range of models are available... from 
10,000 BTU to 70,000 BTU. 











SEALED BURNER: 3 Manufacturers of the finest 
{ ad complete line of Certified 
Gas heating appliances 
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EMPIRE STOVE COMPANY 
Belleville, Illinois 


Quick! Send more details on the DV line. 
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less, bright and cheery. If the place needs a clean- 
ing—or even a little remodeling—this would be an 
excellent time to do it. 

Once your displays and decorations have created 
their initial impression, they should really go to 
work, helping the sales people sell their merchandise. 
Average displays may neither hinder nor help, but 
unattractive ones can actually lose sales. Your dis- 
plays should hit hard enough to do a positive job. 

Too often, merchandise is merely displayed where 
the hand-truck left it, in an opening along the side 
of the wall. The net effect is utter confusion. Long, 
unbroken lines of white goods are lined up along the 
side walls. Each appliance fades into the next, with 
none showing to advantage. The empty space in the 
center is anything but welcoming. Or if appliances 
are placed in the center, it is usually in straight 
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rows, creating straight aisles that make it too easy 
to walk right through the store without stopping. 
Further, impulse items are liable to be back in a 
corner instead of up front under the customer’s nose. 

This brings up the third job of displays and deco- 
rations. After they’ve made the customer feel at 
home and after they’ve helped sell him the merchan- 
dise he wanted or needed, they should suggest an 
additional sale. If a customer comes in and buys a 
large appliance, he should also be stimulated to buy 
a gas light, a camp stove, a handyman’s torch, etc. 

On page 58 of our June 1959 Househeating Sell- 
O-Rama, we presented a display floor plan for a 
house heating promotion. Now, we have augmented 
and slightly revised that basic layout. for a Christ- 
mas promotion. 

As the customer walks in the door, he is greeted 
by a welcoming display, such as a life-size Santa or 
a calendar showing how many shopping days are 
left until Christmas. For an open house, this would 
be replaced by a sales person—perhaps in Santa 
garb—personally welcoming the customers. Immedi- 
ately, they see a display that subtly proclaims LPG’s 
versatility and plants in the back of their minds the 
idea of a possible camping equipment gift. Then, 
they get the big news—the new gas refrigerators 
they have been hearing about. This should heighten 
their interest for the main display area. If there’s 
a promotional activity going on, the kiddies can visit 
with Santa or the entire family can enjoy cookies, 
coffee, and milk. If you do not plan a Santa throne, 
we suggest the promotion area be decorated to resem- 
ble a Christmas morn kitchen with a gas range as 
the center attraction, a big turkey in the oven, etc. 
To the left is the store’s complete line of ranges. 
Should the promotion area be too crowded, the cus- 
tomer can proceed the other way around the gas 
light island, looking at the heaters, the handyman 
torch kits (another impulse item), and then either 
the char-broil barbeques or incinerators. If you 
display the latter, they are strategically placed to 
receive the refuse from the promotion area. Note 
that one of the best selling items of the season, clothes 
dryers, are at the very back—so that anyone com- 
ing in to see them must see the entire range of mer- 
chandise first. Note also, that gas lights are the 
center attraction, their warm glow being visible 
from any display area in the store. 

Display areas are created by panels blocking the 
line of sight (solid lines), low platforms (broken 
lines), and tables (dotted lines). Ceiling spotlights 
will help the impulse items. Varying platform 
heights and backgrounds will greatly heighten in- 
terest in large appliances. Neat placards and small 
decorating touches on the appliances should com- 
plete the job. There is room for only a limited num- 
ber of the large appliances—to better focus atten- 
tion on them. Cart off the rest to your warehouse. 
If you want to show a particular model or color to a 
customer, he will welcome the opportunity for a “be- 
hind-the-scenes” look at your operation and will feel 
he’s getting extra special treatment. 

Now that you’ve seen how you can set the stage 
for the show, turn the page to let a home economic 
expert tell you about the show, itself. % 
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ce BASO THERMOCOUPLE 


by Baso. 


unique semimetal thermocouple 
generates high voltage power to operate 
BASO automatic pilot switches 
...designed for special applications 





Design-engineered for automatic gas control systems, new 
Baso automatic pilot switches (Models W850 and W853) 
feature the quick-acting, fast-cooling, high-voltage, semimetal 
thermocouple Series B20D—developed by Baso. Used with 
conventional Baso pilot burners, the semimetal thermocouple 
employs lead telluride, a thermoelectric material which gen- 
erates high electrical energy. 

These automatic pilot switches assure fast dropout of the 
electromagnetic power unit which breaks the circuit to the 
automatic gas valve in 20 seconds or less from the time the pilot 
burner is extinguished. Resetting time is equally fast. 

The Model W853 has a built-in pilot valve which is not 
present on the W850. Both switches break the circuit to the 
main electric valve if the pilot burner should be extinguished, 
but the W853 also shuts off the pilot gas at the same time. 

Baso semimetal thermocouples, Series B20D, are easily 
installed in the field. They are available from stock in lengths 
of 24’’, 30’, 36’’, 48’’, and 60”. 

Whatever your product design requirements, contact 
Baso for dependable thermoelectric gas controls. For more 
information write Baso Inc., Dept. SB-4, Milwaukee 1, Wis. 


BASO Milwaukee 1, Wisconsin 


INC. 


HIGH PRESSURE VAI.VES 
FOR SPECIAL APPLICATIONS 


Designed for maximum pressure of 25 psi, two new 
Baso Valves, Models H814F and H819F, are now 
available for special applications to combustion sys- 
tems utilizing natural gas or liquefied petroleum. 
These two high pressure valves feature the replaceable 
Baso power unit assembly, but omit the flow inter- 
ruptor disc of the reset assembly. Units use the 
standard 80 Series Thermocouple; 4'' and ¥%'' FPT 
inlet and outlet for Model H819F; %'' FPT inlet 
and outlet for Model H814F. 
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The Heart of Your Christmas Promotion — 


emonstrate at an 


ot 
/* pen House 


* Home Economist Carol Dee gives you the “what, 


and “how” of a good demonstration. 


What is a Demonstration? 


A DEMONSTRATION is the “tell behind the sell.” Think 
how much more effective your sales talk can be if you 
add the aroma of freshly-brewed coffee, the fleeting 
delicate crispness of a barely cooled, freshly baked 
cookie, or the downy softness of a baby’s sleeper just 
taken from a clothes dryer. A good demonstration 
appeals to all five senses, as well as the customer’s 
common sense! 

The difference between a “patty-cake-bake” cooking 
school and an effective gas appliance demonstration is 
the proper point of view. Showing how to bake a cake 
at a cooking school is one thing. But, helping the pros- 
pective customer paint a mental picture of herself 
and her family enjoying a modern gas appliance by 
adding realistic touches to your sales message is 
another story. 

Whether you do it yourself or obtain a professional 
home economist, be sure that the demonstration effec- 
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where,” 


why, 


tively illustrates and dramatizes your sales story. 
The cooking must never steal the show from the sales 
message; but it should emphasize it. 


Why Use a Demonstration? 


Demonstrations, properly used, help you sell better, 
faster, easier. Because they are popular, they help 
get people out to see you. Because demonstrations 
help these people make more intelligent choices, they 
are happier with these choices, meaning fewer head- 
aches after the sale and more repeat business. 

Today’s appliances offer the busy homemaker more 
service than ever before, service she both needs and 
wants. In fact, more than one-third of today’s home- 
makers are holding down outside jobs, just to have 
more of the extra conveniences you can offer them. 
In many cases, spending these hard-earned dollars 
is more of a chore than a pleasure. If you show these 
busy people the consideration of telling your story 
briefly, completely, enthusiastically, and accurately, 
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Introducing...a new range of ideas: The new UNIVERSAL by WASTE KING UNIVERSAL. Drey- 
fuss-designed to look better—a new shape to the burner grates...new back guards with a 





look as fresh as tomorrow. Totally NEW...with design by Henry Dreyfuss, 
world-famed industrial de- signer. Fresh designs that have 
already received wide ac- ew claim from professional design 
groups. WASTE KING UNIVERSAL-engineered to cook better— smart,work-saving features with 
traditional Universal quality. The automatic Roast Guide & Oven 


Timer...push button easy, controlled mm by time, size 


or type of meat. “Air-Conditioned Jame aaa, = Baking” eli- 
minates oven hot spots and cold cor- —24 2071 ners.Smoke- 
Proof, Flare- Proof broiling with exclusive 
“Swirl-Design” that keeps grease from smoking and reaching the 








i. 





flash point. Complete choice of burners: Double-Duty : =) burnerswith 
unlimited flexibility, “Burner-with-a-Brain” (A.G.A. Trademark). 
Exclusive Obedient —=-= === «CBurners with precision-point flames. 
It’s a complete line : =e) with 21 LP models from the big,Gold 
Star Award 40" Im- lene == 8} perial to models for the most penny- 





conscious budget. And we’re backing the line with complete merchandising packages, 
including colorful point-of-purchase, and hard-hitting advertising. 
For complete information, call or wire collect or write today to: 
WASTE KING CORPORATION, Los Angeles 58, California. 


| =| 
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EQUIPMENT 


* Range with glass oven 
door 

* Incinerator or receptacle 
for paper cups, napkins, 
etc. 
Sharp French knife 
Cutting board 


Bright, shiny aluminum 
or stainless steel cookie 
sheets (4 to 6) 


Serving plates (2 to 6) 


Cake racks for cooling 
cookies so they will stay 
crisp (2 to 6) 


Refrigerator for cookie 
dough storage 


| BROILER-BROWNED Cal 


Range with high broiler 
and glass broiler door 


Incinerator or receptacle 
for paper cups, napkins, 
etc. 

Large mixing bowl for 
making frosting 


Rubber spatula or scrap- 
er for mixing frosting 


Flexible straight - edged 
spatula for spreading 
frosting 


Not too sharp knife for 
cutting cake 


Cake server or tongs 


Service plates for small 
cakes, if used 


Refrigerator (optional) 


| SUPPLIES | PROCEDURE 


* Ice Box Cookie dough 
* Doilies for service plates 


* Waxed paper for unused 
cookie dough 


* Napkins 
* Paper plates (optional) 


* Literature on range and 
incinerator 





* Sheet cakes ordered 
from baker or simple 
packaged cakes from 
food market 


* One cup of melted but- 
ter or margarine 


* One box of brown sugar 


* One 7-0z. package of 


coconut 


* One 4-oz. 
nuts 


package of 


* One 6-0z. can of evapo- 
rated milk plus 2 tbsp 
of milk, water, or 
cream; or 3% cup light 
cream or _ evaporated 
milk 


* Napkins 
* Paper plates (optional) 


Literature on range and 
incinerator 











Cut dough into '%-in. 
thick slices, place about 
12 to a sheet, in stag- 
gered (diagonal) rows. 


Always bake two pans 
at a time, placing one 
on one shelf to the right 
and the rear, and the 
other on the other shelf 
to the left and the front. 


While one batch is bak- 
ing, remove the cookies 
from the previous batch 
to the cake rack and set 
up the next batch. 


* When cool enough to 
handle, remove cookies 
from the racks to doily- 
covered service plates, 
using spatula. 


* Combine all frosting in- 
gredients, which makes 
enough for three sheet 
cakes or eight 9” x 9” 
x 2” cakes or eight cake 
rings. 


* Spread on cakes, store 
in refrigerator until 
needed. 


¢ Place cake 6 in. below 
medium broiler flame. 


* Remove cake when 
frosting is light brown 
and bubbly, usually in 3 
to 5 minutes. 


* Cut with not too sharp 
knife and serve warm. 





PATTER 


* Because gas ovens heat 
up so rapidly, there is 
no need to preheat the 
oven for most baking. 
Just allow an extra 2-3 
minutes for the first 
batch of cookies. 


* Because you get such 
even heat in a gas oven, 
there is no need to cen- 
ter cakes. Just make 
sure there is at least 
2, in. of space around 
each pan. 


* Gas broiling is speedy, 
healthful, clean, and 
convenient. 


* Gas broiling is smoke- 
less because the flame 
consumes the smoke be- 
fore it ever leaves the 
oven. To illustrate this, 
hold burning match over 
smoking cigaret, mak- 
ing cigaret smoke disap- 
pear. 
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* Glass-lined water heater 
with good temperature 
control 


Large size coffee brew- 
ing urn rented from 
coffee wholesaler, if us- 
ing regular coffee 


Large pitcher, 2'-gal. 
coffee pot, or dairy 
cream can for mixing 
instant coffee and pour- 
ing either regular or in- 
stant coffee into water 
heater - 


Large funnel or metal 
vacuum coffee maker 
top 


* Suitable table or stand 
for serving 


* Trays 

* Sugar bowls 

* Cream pitchers 
Incinerator or receptacle 


for paper cups 


You may prefer to use 
several vacuum-type cof- 
fee makers on a built-in 
or free-standing range. 


* Refrigerator with work- 
ing ice-maker 
Two or three large, cov- 
ered plastic pitchers 
with measurements on 
sides 


Three or four pairs of 
tongs 


* Trays 
Suitable table or stand 


Incinerator or receptacle 
for cups 
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* Instant coffee (one 2- 
oz jar and 512 qt water 
make 32 servings; one 
6-oz jar and 4 gal. water 
make 96 servings) or 
commercial blend of cof- 
fee from coffee whole- 
saler 


Light cream, coffee 
cream, or half-and-half 


Sugar, preferably cubes 
or wrapped single por- 
tions 


Plastic-lined paper cups 
Plastic spoons 
Blue-flame napkins 


Literature on water 
heaters, incinerators 


In that case, you would 
probably want to use reg- 
ular—rather than instant 
— coffee; and you would 
substitute range literature 
for water heater litera- 
ture. 





* Brew coffee according to 
instructions on urn or 
put instant coffee in 
large pitcher or other 
suitable container and 
add hot water. 


* Start with water heater 
temperature control set 
at 140 degrees, then 
raise or lower as de- 
sired. 


You would use % cup of 
coffee for 1% qt of water 
or 1 level cup of coffee for 
a 2-qt coffee maker. 


PUNCH . 


* Real fruit punch base, 
purchased at food mar- 
ket 

* Paper cups 


* Literature on refrigera- 
tor and incinerator 





® Mix base in pitchers fol- 
lowing instructions on 
the bottle 


* Store pitchers in the 


refrigerator 


* Let customers get ice 
for their _ children’s 
drinks from ice maker, 
using ice tongs 








PATTER 


* Just as the glass-lined 
water heater does not 
affect the flavor of the 
coffee, so it will not af- 
fect the flavor of foods 
when used in cooking. It 
also provides cleaner, 
more pure water for 
washing dishes, clothes, 
and people! 


* A convenient tempera- 
ture control enables you 
to dial your water tem- 
perature for everyday 
use. This means greater 
economy, since you will 
not be wasting fuel to 
keep water hotter than 
you need it for most 
purposes. Since the old 
laundering axiom, “The 
hotter the water, the 
cleaner the wash,” still 
holds true; you can turn 
up the dial on wash day 
to get hotter—and more 
— water. And if you 
wish, you can turn it 
down so it won’t be too 
hot for small children. 


You would substitute this 

patter: 

* With gas, you have com- 
plete and instantaneous 
control of the heat. 
There is no need to shift 
a top heavy coffee 
maker to make the cof- 
fee “come down.” 

* Gas is such a clean fuel 
that a properly adjust- 
ed flame will leave the 
bottom of the pot or 
pan so clean that you 
can wipe it with a white 
handkerchief. 


Isn’t it a joy to get ice 
cubes without the usual 
ice cube tray struggle? 


Notice that this refrig- 
erator is completely si- 
lent—e xcept for the 
tinkle of dropping ice 
cubes 


* The gas refrigerator is 
so simple, so _ trouble- 
free that it, alone, can 
offer a 10-year warranty 
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What’s Suburban’s Big Bonus 


There is one big, powerful reason why Suburban Coun- 
ter-Flo Wall Heaters are the best bank-account builders 
for LP dealers. Just one big reason—customer satisfaction. 

Satisfied customers give you a good reputation—a 
selling point that’s hard to lick. And Suburban Counter- 
Flo forced air wall heaters mean satisfied customers every 
time—for a lot of reasons: 

It’s forced-air heating—and that kind of heating 
gives your customer the best heating comfort any wall 
heater can provide. 

It’s the best forced-air heating—Suburban Counter- 


Flo Heaters have superior engineering, are scientifically 
designed to draw cold air through the top and force 
warm air out at the floor level. 

It’s the best looking heater on the market—looks 
good in any room. It’s a trouble-free performer—auto- 
matically controlled. And it’s a guaranteed performer— 
every Suburban Counter-Flo Wall Heater is guaranteed 
for 20 years. 

Install the heater that will do the most for you, by 
giving the most satisfaction to your customer. Mail the 
coupon today—and get the whole Suburban story. 


FREE DISPLAY—SALES KITS! Suburban supplies you with displays, 


literature, sales helps. Mail the Coupon now! 
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ealers? 


CHOOSE FROM A FULL LINE 
Suburban wall heaters available in 18,000 to 
50,000 BTU models — gravity and forced air. 
Also available — Suburban gas-fired, fully auto- 
matic floor furnaces at the right price! 


Gravity Models 


suburoom 


Built-in Wall Heaters + Floor Furnaces + Ranges 





Samuel Stamping & Enameling Co., 
Dept. BP, Chatanooga, Tennessee 


Please send me, without obligation, all the facts on 
Suburban wall heaters... floor furnaces. 


Name 


Address 


you will get your share of the money waiting to be 
spent this holiday season—and earn their gratitude 
as well! 

Demonstrations really bring people to you. Just 
compare your own reaction to the invitation, “drop 
in on us,” with the more specific invitation, “We are 
serving cookies this Thursday at seven, so be sure to 
bring the children.” 

Good demonstrations help you get more product in- 
formation across, even though the time may be lim- 
ited. A sales presentation should always be as com- 
plete as possible because you never know which mi- 
nute detail will be the one that will make the sale. 

Another benefit is that the demonstration is a 
means of achieving a hard sell without pressure. Be- 
cause of this, it can help make a salesman out of a 
man who is an order-taker because he is afraid of 
the hard sell. 

Demonstrations do help sell appliances! 


Where Should You Hold a Demonstration? 


If you get any kind of traffic at all into your show- 
room, it’s the best place to hold a demonstration, 
even if you just keep a pot of coffee on the range, 
and some grocery store ready-to-bake ice box cookie 
dough. And, any special installations you make can 
be used in the future. 

Because of the ease of installing appliances, model 
homes are especially adaptable to demonstrations. As 
a rule, the builder will be delighted to have you fur- 
nish the appliances for the model. This location will 
give you a chance to see many more people than would 
ordinarily get to your place, and at a convenient time 
—when your doors are generally closed. 

The owner of a hardware store with an extensive 
housewares line might want to cooperate on a pro- 
motion. Gas ranges have also been set up in depart- 
ment stores, food markets, fairs, and home shows. 

How do you get all of this started—if you decide 
not to hold this promotion in your own place? If the 
town is small enough, and you have a good idea of 
who will cooperate, just sit next to the right people at 
the next Lion’s Club meeting! If the situation calls 
for a little more formality, use the telephone. Get 
right to the man in charge and offer him a means of 
increasing the traffic in his place, plus free or co- 
operative advertising, in return for floor space near 
the door, or the use of his model kitchen. 
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Any place where you can reach the holiday shopper 
is a good place for a demonstration, but the most 
convenient should be your own salesroom. 


How to Stage a Demonstration 


“A demonstration of some sort would be nice for 
my holiday promotion this year, but I can’t even boil 
water without help.” “The last time I got involved 
in a cooking school it turned out to be a patty-cake 
bake that didn’t sell a thing.” “This time of the year, 
I am too busy for all of this hanky-panky.” 

Such excuses will get you nowhere, but demonstra- 
tions will get you appliance sales. 

First of all, at the risk of giving away a well- 
guarded trade secret, you don’t have to be a good 
cook to accomplish professional results. More impor- 
tant than the ability to cook is a flair for showman- 
ship, and a thorough knowledge of the products you 
present. 

Our suggested demonstration has been set up so 
you may select a small part of it as a do-it-yourself 
project. Or, it can be expanded into a full production 
by a professional home economist. If you are lucky 
enough to get a competent, professional helper, let 
her know just what you expect from this demonstra- 
tion. If you are going to do it yourself, be sure to 
keep it simple and to do it right—or don’t bother. 

Before deciding how deeply to go in, let’s examine 
the ways to bring people to your demonstration. The 
success you can expect here will determine the extent 
to which it will be profitable for you to get into this 
project. 

One of the most effective means of drawing people 
is to offer them something for nothing. It might be 
quite a chore to come out to look for that appliance 
they need, but people will think nothing of using 
more gasoline than a free gift, a cup of coffee or a 
lollypop is worth. You might prefer to lengthen the 
odds and raise the ante by holding a drawing for an 
appliance, large or small, depending on the size of 
your budget. 

If you are operating a successful business, no doubt 
you have your hand sufficiently well placed on the 
community pulse to know which combination of gift, 
drawing, and refreshments will work best. 

Next, the good word must be spread via ads, bill 
enclosures, and a friendly call to the news or women’s 
page editor of the local newspaper. Use whatever 
means you have found effective in the past, but re- 
member that timing is just as important as the media 
you use. It is a good idea to let people know what 
you are planning several weeks before the big event, 
but save most of your fire for a big last-minute push. 
Frequent short radio spots are very effective around 
“D” day. “Now,” “today,” “tomorrow,” and “last 
chance” are very effective advertising words to use 
at this time. 

Don’t forget the children. Youngsters can be very 
effective in helping get Mama and Papa out of the 
house, so remember the blue flame lollypops. 

Don’t be afraid to repeat something you have done 
before. People will return if what you did was good. 
And, there are still all of those you missed the first 
time. 

After you have invited all these people, you think 
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of what is ahead, and you may begin to hope that 
most of them will forget all about your well-inten- 
tioned invitation! Take heart and look at the work 
sheets on pages 50-51. 

You will see only one recipe, for frosting. And it 
involves little culinary skill because it calls for a can 
of this and a package of that and all you have to do 
is mix the stuff together in a large bowl. If even this 
seems too complicated, you can bake ice box cookies, 
and eliminate even the lone recipe. These demonstra- 
tions were not designed to show off someone’s cooking 
ability, but to promote appliances. Who does the mix- 
ing is immaterial as long as you deliver the delicious 
aromas. 

Take the coffee demonstration, for example. There 
is no better ice-breaker for most people than a 
friendly cup of hot coffee. By serving coffee directly 
from a glass-lined water heater, you instantly and 
visually make your point about the features of your 
top-line heaters. The novelty of the situation can 
help you lead the conversation to the fact that a good, 
easily accessible temperature control is just as handy 
for regulating water temperature to the family’s 
needs as it is to get the right serving temperature 
for coffee. If properly done, this trick is one you will 
probably hear about for years to come! 

Keep a supply of good, strong coffee in that heater, 
and do this as inconspicuously and effortlessly as pos- 
sible. Be sure that your coffee is strong enough. It 
is a simple matfer for those who prefer weak coffee 


to make it that way, but you cannot put extra flavor 
and aroma into coffee after it is brewed. 

Whether you use instant or brewed coffee is up to 
you. Both have certain advantages. Instant coffee 
is handier and—if properly made—it quite acceptable. 
The secret of good instant coffee is proper, thorough 
mixing and temperature control. If you put the coffee 
in a large container and then add boiling water, you 
will eliminate the foaming that often results from 
dumping the coffee into the water. The coffee should 
be kept covered if it is not feasible to put it into the 
heater immediately after stirring. Since it is so 
simple to make, try not to mix more than you will 
use in an hour. 

Brewed coffee is preferable, but it does present 
more complications. If you do decide on regular 
coffee, be sure you get it from a dealer who can supply 
a good restaurant blend, rather than the grocery 
store variety. Restaurants use special blends that 
stand up longer after brewing. Although this kind 
of coffee usually costs a little more, it is worth the 
extra cost, since it will taste better longer. 

It is best to use coffee cream, light cream, half-and- 
half, or whatever it happens to be called in your part 
of the country. What you want is usually the lowest 
price real cream in the milk case. People who prefer 
cream will not usually accept milk, canned, fresh, or 
otherwise, whereas people accustomed to milk will 
accept the lighter cream. Wholesale confectioners will 
often be able to provide individually wrapped sugar 
portions, and inexpensive plastic spoons. 

If you use the water heater for coffee, have it 
mounted on a sturdy table or base with the spigot at 
a convenient level for serving and: 

1. Be sure never to let it run dry. 

2. Fill it with only as much coffee as will be 
used in about one hour. 

3. Every so often—especially if coffee is mov- 
ing slowly—turn the burner off, drain the heater, 
and rinse it with hot water before adding more 
fresh coffee. 

4. Do not pour fresh coffee on top of old unless 
it is moving fast. 

5. Leave the heater scrupulously clean when 
through for the day. 

6. Always keep things tidy and do as much of 
your housekeeping as possible out of sight. 

If you prefer to use the surface burners of the 
range for coffee instead of the water heater, the vac- 
uum type of coffee maker is best, as it best shows the 
greater amount of control you have with modern gas 
cooking. Be sure to use the temperature-controlled 
burner to maintain coffee at optimum serving tem- 
perature. 

If you have a gas broiler handy, you can quickly 
make a broiler-browned frosting on a ready-made 
cake. Pop it under a broiler flame for a few minutes 
and you have something that tastes as if it just came 
out of the oven—and in less time than it takes to 
write a name and address on a drawing card. 

If you are expecting a large crowd, get regular 
sheet cakes (large rectangular layers, 14% to 2 in. 
thick) from a local baker. Packaged cakes—any 
shape, form, or size—from the food market will do 
for smaller groups. Frost the cakes ahead of time, 
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then broil and serve them as the crowd demands. They 
taste best while still warm. 

Cookies, of course, are an old standby that never 
misses. You can get ice box cookie dough at the 
grocery store in one-pound packages that make about 
four dozen cookies. You should be able to fit close 
to one dozen on each pan. It is best to bake two pans 
of cookies at once to show that you get even browning 
throughout the oven. Be sure to stagger the pans cor- 
rectly, one to one side and the rear, the other to the 
opposite side and the front. It may be more econom- 
ical and convenient for you to go to the local baker 
for 25 or 50 lb of ice box cookie dough. Most bakers 
will be glad to make it up for you and will make some 
plain and some with nuts, chocolate, or fruit to give 
you an assortment. 

The only secret about cookies is never to get too 
far ahead. No cookie ever again tastes as good as it 
does the first fifteen minutes out of the oven. And 
it is a good idea to make as much use as possible of 
that tantalizing odor that happens only while cookies 
are baking. In fact, if you purposely keep your sup- 
ply just a wee bit short, you won’t even need a timer 
because there will always be a youngster or two who 
will find the sight behind that glass oven door more 
fascinating than a TV screen. Be sure to leave the 
oven light switched on all the time so they can see 
what’s going on. 

The best way to demonstrate the refrigerator is to 
rely on its silent operation and the icemaker. Many 
mothers will prefer a real fruit punch to a carbonated 
beverage. Both youngsters and oldsters, alike, will 
enjoy fishing their own ice circles out of the icemaker 
with tongs, so let them “fetch their own.” 

Of all the major appliances, the dryer seems to be 
the most popular gift. Perhaps this is because the 
others are considered necessities while the dryer isn’t 
considered so until after it has been used for a while. 
Time and motion studies have proved that the dryer 
actually saves more work than the automatic washer, 
but the feature that helps most to sell this appliance 
is the softness of dryer-dried clothes, especially if there 
is a baby in the family. In some parts of the country 
weather is a factor causing the purchase of a dryer 
because there are so many days when the wife can’t 
hang out the wash. 

The best way to demonstrate dryers is by actually 
showing the difference between line- and dryer-dried 
clothes and linens with a few well chosen samples. Buy 
two brightly colored wash-and-wear little girls dresses, 
size two or three, two corduroy crawlers or overalls, 
and six colored bath towels. 

Launder one dress, one pair of overalls, and three 
towels six times, line dry them and leave them on the 
line long enough to show quite a bit of fading. The 
last time you launder them, don’t wring them too well. 
This will emphasize the stiffness. Also, hang them so 
they have those “dog ears” that are so hard to iron out. 
Then wash the remaining samples six times, drying 
them in a dryer. 

Your two sets of samples will be self explanatory. 
Rig up a small clothes line for the children’s things, 
but the towels should be stacked in two piles on the 
dryer. Fold each of the towels in thirds, lengthwise, 
so that both of the side seams are tucked inside. then 
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fold them the other way, in thirds again, and stack 
neatly. You will see that the dryer-dried stack is 
almost twice as high, bright, and soft as your line- 
dried stack. For the demonstration, keep colored silk 
squares in the dryer to attract attention and to show 
that even the most delicate things can go into the 
dryer. 

One factor that will affect your plans is the physical 
facilities that are available to you, such as floor space 
in traffic areas; gas, water and venting outlets; clean- 
up facilities, etc. 

Easiest to set up is the range for cake, cookies, and 
coffee. Next in order of complexity is the glass lined 
water heater for coffee. This takes some doing but it 
is a real conversation piece. To hook up a refrigerator 
without getting the ice-maker working is practically 
a sacrilege. If there is no water line to tap into, use 
a pressurized water tank. 

Not as important as the refrigerator, but certainly 
nice to show, would be a gas incinerator instead of the 
usual can or box for paper cups. 

If space permits, by all means show a dryer. It does 
not have to be vented and is easy to set up, and be- 
sides, this is the big season. 

These demonstration ideas are neither new nor 
original. They were tried and true when I first 
learned then and they still do the job for the com- 
panies I have worked for. The secret of demonstra- 
tion success is, once you have found a formula that 
works, to use it over and over again. Brighten it, 
polish it, perfect it, but use it. It is always new to 
the people seeing it for the first time, so don’t cut 
corners. You may know all about it, but they don’t 
or they wouldn’t be there. A little imagination on 
your part doesn’t hurt, but use it sparingly, like a 
potent spice. Add it bit by bit until you have just 
the right amount, because the show must never steal 
the limelight from the message you are trying to 
convey. 

Another secret is to do as much as possible of your 
advance preparation and housekeeping backstage. 
Have spares of the things you use for serving, so 
you can do little cleaning-up jobs out of sight. At- 
tention to small details like these will make your 
presentation look professional, polished, and effortless. 

The first live demonstration is always the hardest, 
but once you see how much good it can do for you, 
you will repeat it again and again for many merry 
and profitable holiday seasons. we 
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IF DISPLAY AND DECORATION are 
the foundation of your Christmas 
promotion and the open house and 
demonstration are the heart of it, 
advertising is the key to the entire 
program. People must be alerted 
to what you are doing and advertis- 
ing is the way you do it. 

There is a wide assortment of 





Prepared by the BPN 
art staff, these stock- 
ings—and those on the 
following pages—may 
be used for the adver- 
tising campaign de- 
scribed in this article. 
Any engraver can make 
a cut from them. 


You’ve Got to ADVERTISE! 


advertising media, but you need use 
only two or three—direct mail, ra- 
dio, and newspaper. 

Perhaps the cheapest way to 
reach your own customers is 
through direct mail. One simple, 
inexpensive bill enclosure can wish 
every customer a “merry Christ- 
mas” and invite him and his family 


to your open house. Your local 
printshop can design and run off 
the necessary quantity for very lit- 
tle. For even less, you can skip the 
Christmas greeting and merely an- 
nounce the open house with a 
mimeographed slip. In either case, 
that’s the only expense, since the 
message goes with your monthly 
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bill. If you so desire, you can make 
a second mailing, using an inexpen- 
sive reminder piece. Don’t forget 
to whet their appetite a bit by in- 
cluding colorful manufacturers’ 
brochures on your newest mer- 
chandise. 

With your customers taken care 
of, you have to concentrate on alert- 
ing the general public. In most 
cases, this means using local news- 
papers and/or local radio. Gen- 
erally, you would want to use both, 
to not only blanket the area, but 
to impress the public that you are 


blanketing the area. This gives 
them the feeling something big is 
taking place, something they won’t 
want to miss. 

If finances make necessary a 
choice between radio and newspa- 
pers, your decision should be based 
on local conditions. Which seems 
to be the better buy? Determine 
the circulation of the paper and the 
audience of the station and work 
out readers-per-dollar and listeners 
per-dollar figures. Be prepared to 
discount the radio audience figures 
considerably, since it is much 
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harder to accurately determine a 
radio audience than a paper’s circu- 
lation. Which is more established 
as an institution in the community? 
You can probably answer this as 
well as anyone. Which is more 
popular with your customers—and 
hence with the type of people you 
want to reach? Casually ask your 
customers when you talk to them. 
Two things to keep in mind are that 
a radio commercial is invariably a 
lot less fuss and bother than a 
newspaper ad; but the ad probably 
has a better chance of being noticed 
and certainly has a better chance of 
being remembered. 

While you may not be financially 
able to run simultaneous campaigns 
in both media, you might well be 
able to afford to use both if you 
use them one at a time. If your 
community paper is a weekly, for 
example, you might run two or 
three announcement ads in the two 
or three weeks preceding your 
open house, then switch to frequent 
short “spot” commercials for the 
two or three days immediately pre- 
ceding the event. After it’s over, 
you switch back to the paper for 
one or two more ads, then back to 
radio for “last-minute-shopping” 
commercials during the days just 
before Christmas. 

While it is not easy to write a 
top-notch commercial, it is much 
easier to prepare a good one than 
it is to prepare a good newspaper 
ad. It should sound natural, so 
write it as if you were talking di- 
rectly to one customer. Make it 
simple, as you couldn’t get very in- 
volved in a 5-, 30-, or 60-second con- 
versation. Use dramatic, selling 
words, picking up a few phrases 
from the manufacturer’s literature. 
Keep the sentences short, not more 
than 15 words. If the first attempt 
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doesn’t seem quite right, have 
someone read it aloud and you'll 
probably be able to pick out the 
flaw. The radio station may also 
be more than willing to help you 
polish it up. 

Compared to a simple mailing 
piece or a radio commercial, a 
good-sized newspaper display ad 
can be quite a production. You 
not only have to provide copy, but 
you have to worry about grammar, 
punctuation, and typographical er- 
rors. Just as important, you’ve got 
to consider layout, illustrations, 
and the mechanics of providing 
cuts. All this certainly need not 
be as complicated as it sounds; and 
the superior impact and results of 
a good ad can be well worth the 
effort. 

The first thing to consider is the 
type of ad you want torun. Retail 
newspaper advertising is different 
from any other type of advertising, 
so don’t try to go off in the wrong 
direction. Generally, it would be 
hard to go wrong if you follow the 
lead of the leading department 
stores in the larger cities. If your 
ads look like theirs, you have a 
good chance to succeed. 

The second thing to consider is 
the type of illustration available. 
You can’t wish a photo or drawing 
into existence and your printer 
won’t be able to supply one at the 
drop of a hat. Find out whether 
newspaper mats (from which cuts 
are made) are available from your 
manufacturers. Check also on 
photos. One easy solution to the 
illustration problem is a Christmas 
artwork kit, available from such 
suppliers as Volk Corp., Pleasant- 
ville, N. J. For a reasonable sum, 
you'll get enough reproduceable art 
to last you for years. 

The third thing to consider is the 
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layout, the one single thing upon 
which the ad can succeed or fail. 
It should be designed to lead the 
reader’s eye through four basic ele- 
ments: illustration, headline, copy 
and logo (your company’s name and 
address in your usual style). Those 
four basic elements can be rear- 
ranged many times in small, rough 
sketches while you experiment to 
get the best appearance. Strive for 
occult balance and for good eye 
movement. Strive to attract atten- 
tion. You can do so by liberal use 
of white space; by unusual illustra- 


tions, either in content or in size 
and shape; and by reverses (inex- 
pensively made cuts showing white 
type on black background). White 
space is of great importance in any 
ad, but it is doubly important in 
ads in small newspapers, since most 
advertisers in such papers try to 
squeeze as much as they can into 
as little space as they can. The net 
result, of course, is self-defeating 
graphic pandemonium. Unusual 
illustrations are important for a 
number of reasons, two being that 
a good picture is more eye-catching 








CASH IN ON 


GAS-FIRED 


CHARCOAL-TYPE BROILING _... 


with LAZY-MAN 


— 


LAZY-MAN is a high-profit, low-costing open hearth broiler 
that produces true, delicious charcoal flavoring: 


e Convenient— Light the gas and it's ready to broil— 
rare, medium or well-done—all at once! 
¢ Economical—®AS fires and radiates LAZY-MAN's per- 
manent ceramic coals at just a fraction 

of the fuel cost of charcoal. 
¢ Clean—true. delicious “charcoal” flavoring with- 
out the dust, soot and mess of cleaning up. 
15 models available for in-door and out-door use. LAZY-MAN units are easily adaptable for 
all types of commercial and home installations. See LAZY-MAN and inspect its excellent 
features at “The Festival of Flame” in the Patio Section at Atlantic City, October 9-12. 


For further information, write to: 


CHICAGO COMBUSTION COMPANY 


318 Cliff Lane, Cliffside Park, New Jersey 


Phone: WHitney 3-0400 











EVERYONE'S A CUSTOMER 
FOR A DEARBORN 


“Beats hell out of rubbing 


two sticks together!” 


And not only does it heat better... 
it looks better. As our friend the 
Scoutmaster already knows, from 
having Dearborn area heating in 
his home. There’s just no end to 
Dearborn’s advantages, whether you 
consider its smart styling, precision 
engineering or lasting durability. It’s 
the world’s best heating buy... for 
you or for your customers! 


FORWARD HEAT FLOW 
nite 





—— 


Means faster 
heating, with all 
the warm air 
directed forward 
into the living 
area. Prevents dis- 
colored, streaked 
walls and ceilings. 


The Dearborn Crest is the world’s finest 
unvented gas area heater, a standard of 
quality for the heating industry. 


“Dearborn 
Get details of Dearborn’s clean-cut selling 
policy from any of these regional sales 


offices: Atlanta, Chicago, Dallas, Los 
Angeles, San Francisco, 


1960 Dearborn Stove Co., mol) 
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than a mediocre one; and that long, 
narrow cuts, as well as oval and 
circular ones, stand out on a page 
of nearly-square rectangular cuts. 
Reverses give you some of the eye- 
catching appeal of color, but at no 
extra cost. 

Which comes first, the headline 
or the copy? It may work out 
either way, but remember the sales- 
men’s old saw: “Sell the sizzle, not 
the steak.” In other words, sell the 
good eating and ease of cooking, 
not the range. And remember 
whom you are trying to sell. You 
don’t talk to women the way you 
talk to men, so you don’t try to sell 
them with the same sales message. 
You also don’t sell young marrieds 
with the same pitch you direct to 
their parents. 

Headlines should provoke in- 
terest. Test your headline with 
these questions: Is it short? Is it 
lively? Is it timely? Is it easy 
to remember? And, most impor- 
tant of all, does it command action? 

When writing copy, bear in mind 
that you are talking to one reader. 
Address your copy to him or her. 
Make it clear, specific, and under- 
standable to this person. Write it 
in terms of his or her needs. You 
are only going to be able to lure 
this person for a quick look, so 
make it easy to read. Use short 
words, short sentences, short para- 
graphs. Then, test your copy with 
these questions: Is it readable? Is 
it interesting—enough to make 
this reader read what you want him 
or her to, rather than what he or 
she wants to read? 
vince the reader to come in? Will 
it pre-sell him or her? 

Having a basic understanding of 
the three media you are most apt to 
use, you can begin to plan your ad- 
vertising campaign. The planning 
stage is most important, for it will 
enable you to get the most out of 
your advertising dollar. A _ well 
planned campaign can make rela- 
tively few dollars go a long way 
with excellent results. On the other 
hand, a lavish but poorly-planned 
campaign can be an outright squan- 
dering of money. 

The important thing is that your 
entire Christmas promotion—from 
the first decoration to the final last- 
minute ad—should be a unified, co- 
ordinated effort. Pick a theme and 
stick to it throughout. Every piece 
of advertising, every decoration 








should hammer away at this theme 
in word and/or picture. Each 
piece of the promotion should fit 
into the complete picture like so 
many pieces of a jig saw puzzle. 

Decide first what you want your 
campaign to accomplish. Decide 
which appliances you think you 
have the best chance of selling in 
your area at Christmas. Then 
tailor a program to sell those ap- 
pliances. 

Let’s say, for example, that you 
want to move ranges and dryers— 
and that you want to give gas lights 
a really big push. Since you want 
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Call 


BEAUTY AND 
COMFORT 
INSURANCE 


U 


et the New Armstrong 200 
Series Vented Gas Heaters beside 
a modern Hi-Fi console and you'll 
agree “it’s at home in any home” 
—with any furnishing decor. 

It’s Armstrong beauty that closes 
sales and rings your cash register. 
AGA Approved—Sizes 15M to 30M 
btu—Finest drill — cast burner 
—Optional controls. 

Beautifully finished in durable, dark 
tan “‘Mochatone” enamel and gold 
silicone enamel expanded metal 
front. 

Write or wire for information on a 
truly complete line, 8,000 to 70,000 
btu’s, vented and unvented. 
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Armstrong Products Corp. 
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Give a Gas Light 


AA ALVA LAI (th, LAM By 
RAT DAWA I a 





MAM 


VA 


This ad was prepar- 
ed by the BPN art 
staff, can be en- 
larged or reduced 
by an engraver to 
make an ad plate. 
The sub-head, copy, 
and logo areas can 
be mortised out to 
allow you to insert 


your own copy. The | 


companion con- 


temporary ad men- | 
in the text | 
use your | 


tioned 
would 
most 
type and 
probably a_ photo 
supplied by your 
appliance manufac- 
turer. 


newspaper's 
modern 


























DEALER'S NAME AND ADDRESS 
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to push gas lights the hardest and 
since they will be the lowest priced 
item you will be promoting, you 
will advertise them more often than 
anything else and let them tie your 
program together. Here’s how you 
might do it. 

Select a double-barrelled theme 
for your promotion, something like 
“Give a gas light—the gift that 
spreads old-fashioned Christmas 
warmth all year. And, give a con- 
temporary gas appliance, the gift 
that provides tomorrow’s conveni- 
ence today.” Plan to run twin ads, 
each carrying one-half of the theme 
slogan for a headline. The gas 
light ad would always have the 
same illustration, a _ silhouette 
group of old-fashioned carolers 
around a gas street light. This ad 
would use old fashioned type, old 
fashioned borders, etc. The appli- 
ance ad would be as contemporary 
in appearance as you could make it. 
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Your exterior, window, and in- 
terior displays and decorations 
would follow the same theme. 

On the other hand, you might 
want to promote everything in your 
showroom on an equal basis. For 
this, you could use a Christmas 
stocking theme, starting with a 
teaser campaign. Start with a 
half-dozen different-looking illus- 
trations of Christmas stockings. 
Run them the first week in a half 
dozen little teaser ads, the only 
copy in each ad being the small 
headline, “Whose Christmas stock- 
ing is this?” The second week, run 
the same illustrations in the same- 
sized ads, but identify them as be- 
longing to Dad, Mom, Brother, Sis- 
ter, Grandma, and Grandpa, with a 
simple “This is Dad’s Christmas 
stocking,” etc. The third week, run 
the same ads with the same cuts, 
but ask the question, “What’s in 
Dad’s (etc.) Christmas stocking? 


WASCOT 


the boiler 
that mounts on the wall 
e + » Out of the way 


MODEL 924 


+» APPROVED 


AGA 


iy 


ASCOT GAS BOILER 


PUTS PROFIT BACK 
in HOT WATER HEATING 


Hydronic heat for the home? 
Hot water for a commercial job? 
... then consider ASCOT 


Consider the space saving flexibility, low initial 


cost, one man installation, high efficiency and lack 
of maintenance. 


Ascot is built and priced to bid even against budget 
warm air systems...and still build a profit for youl 


EASILY INSTALLED — light weight 
— one man can do the job. 
EFFICIENT — AGA rated, now 
available up to 120,000 BTU’s. 
FULLY AUTOMATIC — featuring 
BASO & PENN Controls. 

QUIET — Ribbon flame burner for 
quiet combustion. 

INSTANT HEAT — response at ra- 
diators within 30 seconds. 
ECONOMICAL — ASCOT cuts in- 
stallation costs and eliminates 
call backs. 


ASCOT is backed by 25 years of heater ex- 
perience in North America and Europe. 


Write for FREE literature 


ASCOT 


GAS WATER HEATERS, INC. 


222 W. Pittsburgh Ave., Milwaukee 4, Wis. 


SOUTHERN STATES: Southern Heater Co. 844 Baronne St.. New Orleans 
PACIFIC COAST: Equipce Sales, inc., 1238 W.W. Glisan St., Portland 


rp 
A Radiation Company with offices in 


London, Sydney, Montreal and Milwaukee 





Call (give your phone number).” 
By this time, you should have your 
showroom completely decorated in 
a Christmas stocking theme. You 
might also be running simultaneous 
teaser ads on local radio. Finally, 
the fourth week, you _ identify 
what’s in each stocking: a handy- 
man’s torch for Dad, a range for 
Mom, a campstove for Brother, a 
gas light for Sister’s new home, a 
dryer for Grandma, and a space 
heater for Grandpa. These ads 
would be much larger and would 
give a complete sales pitch. 

These examples will give you a 


THAR'S G Re THEM “CHILLS”... | jumping-off place for your own 


uneme YOu Pacetect wnt POWwEnAMETED ideas. Remember that your adver- 
SUBURBAN Novent* AND DYNAVENT* GAS HEATERS tising has a big job to do. It should 


convince people that your store is 
Only SUBURBAN Névent* and DYNAVENT* heaters have — 


“ : : “ a good place to buy. It must create 
ALL these sales-making, chill-chasing features that quickly ‘ ? ae 
turn prospects into customers: 20,000 BTU immediate and future sales. And, 


Install in window or wall (like an air conditioner) « Power- 35,000 BTU it. must eachaees traffic in the store 
vented—need no flue or chimney, and burn no room air to sell items that are not adver- 
Automatic, with choice of built-in or wall thermostat e Heat 45,000 BTU tised, as well as those that are. It 
floors first—distribute heat evenly floor to ceiling, and wall must do all this by attracting at- 
to wall e« Draw preheated air from ceiling for economical 


reheating « SAVE UP TO 30% and more, in fuel costs. tention, maintaining attention, 
Available for manufac- arousing a desire to buy, and pro- 


Send for details —— natural and moting action. 


SUBURBAN APPLIANCE CO. Approved by AGA, CGA, If your ads succeed in this job, 
Dept. BP-1060 Morristown, N. J. CSA, Leading Utilities and vour entire campaign has a good 
*TM—Suburban Propane Gas Corporation LP-Gas Marketers o: _ J g 


chance for success. Good luck! & 
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Gaslites | this special 
Wa Be 


Vy | Christmas Sell-O-Rama 


section 


Presenting two new 


expressions of gracious living ... silent | are available 


announcements of the ultimate 


from 


in good taste. Golden-crested 
~~ 


~ Riviera and Embassy... Butane-Propane News, 
created for (Dept. M) 

leadership of the 
198 S. Alvarado St., 


renowned family of 
Gaslites by Arkla, | Los Angeles 57. 


For full information write 


No charge for 


" TT : : 
sliutes | single copies. 


BY ARKLA 


ARKLA © GASLITE DIVISION Quantity prices 


SHANNON BUILDING °¢ LITTLE ROCK, ARK. 
on request 
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Sales increased in principal categories... 
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mam- 
facturing 


Domestic | Internal Refinery 
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combustion 
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Figures in thousand gallons. Secondary recovery not reported separately before 1957. Data include L. P. gases. 


... and domestic-commercial uses still predominated 
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Figures show percentage of total market. 


BuMines report: 1959 LPG-Ethane 


sales neared 9 billion mark 


DOMESTIC SALES OF LPG and 
ethane jumped 20 per cent in 1959, 
according to a recently released an- 
nual report of the Bureau of Mines. 

This was far and away the best 


@ 100,000,000 GALS. & UP 

70 TO 100,000,000 GALS. 
£3 30 TO 70,000,000 GALS. 
1-2 LESS THAN 30000000 GALS 


gain recorded in the past five years. 
In 1958, sales had increased 8 per 
cent; in 1957, less than 5 per cent; 
in 1956, 8 per cent. 

This was the first year that 


ABOVE FIGURES IN 
MILLIONS OF GALLONS 


SALES BY STATES AND DISTRICTS: Last year only 7 states sold less than 30 
million gal.; 23 exceeded 100 million gal. 
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ethane was reported separately. 
However, its effect in the total pic- 
ture was not too great, since it 
only accounted for 8.8 per cent of 
all “LPG” sales. 

Sales for domestic and commer- 
cial use matched the over-all in- 
crease with a 20 per cent gain to 
lead the way in setting the record. 
Tn terms of gallonage, the increase 
was 641 million. While there were 
three other categories that made 
more spectacular percentage im- 
provements, they had little effect 
on the grand totals. For example, 
LPG use in large miscible-phase 
displacement projects for the sec- 
ondary recovery of petroleum in- 
creased by 135 per cent. However, 
total secondary recovery usage in 
1959 was not much more than one- 
third of just the increase in do- 
mestic-commercial sales. Similarly, 
chemical and synthetic rubber uses 
showed gains of 30 per cent each. 
But synthetic rubber accounts for 
only 5.8 per cent of today’s market. 
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Bu Mines report 


How states fared in major uses 





Domestic and commercial 


Internal combustion 





States by districts 
1958 


1959 


1958 1959 





District 1: 
26,245 


North Carolina ---- 
Pennsylvania 


South Carolina ---- 


32,622 
10,031 
155,499 
99,953 
16, 484 


, 


357 1,013 
159 186 
13,205 | 12,733 
11,776 


133 








41,518 








39,770 
112, 351 


45,153 








192, 565 








90, 350 
112,037 
48,612 
73,001 
53,411 
429,201 


2,976 
51,783 9,046 
31,811 14,933 
31, 312 4, 413 
20,817 7,163 

387,024 _| 109, 757 | 





806,612 


529,079 _| 148,288 | 62,447 








75 5506 
8,233 
10,152 
8,513 
18,225 


3,534 
2,165 
443 
233 
2,612 





120,629 


9,187 





21,792 
157,281 
7,589 
32,215 


18, 408 


2,928 
17,553 
lige 
8,692 
15,13 





237,285 


56,979 


bb, 478 





3,293,677 











3,934, 792 


852,387 | 889,698 439,200 




















Figures in thousand gallons. 


Chemical uses, on the other hand, 
are now 28.3 per cent of the mar- 
ket, and the gallonage gain in this 
category was close to that of the 
domestic-commercial classification. 

Domestic and commercial uses 
still have 44.1 per cent of the total 
market, unchanged from a year 
ago. 

Internal combustion uses _in- 
creased a modest 4.2 per cent, but 
their total share of the market 
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Alaska not included in U. 8S. totals before 1959. 


dropped from 11.4 per cent to an 
even 10. 

Three uses showed sharp losses 
from 1958. Gas manufacturing was 
off more than 23 per cent, reflect- 
ing the further spread of natural 
gas. The overwhelming bulk of the 
losses here were along the Eastern 
Seaboard, where Florida and Geor- 
gia led the way with 50 per cent 
cutbacks. 

Refinery fuel usage was also off 


23 per cent. Industrial usage was 
off 11 per cent. 

Every section of the United 
States recorded advances in domes- 
tic and commercial sales. The East- 
ern Seaboard showed a gain of 
more than 100 million gal., or 15 
per cent over the 1958 figure of 
664 million gal. The heavy-usage 
Midwest pushed ahead toward the 
2 billion mark with a 22 per cent 
increase. The Mid-South hit close 
to a 14 per cent gain and the Far 
West was up almost 13 per cent. 
But the champ in this category was 
District 4, the five Rocky Mountain 
states, recording as a group an 80 
per cent increase. Montana and 
Idaho more than doubled their 
usage over the previous year. 

Results in carburetion sales were 
uneven. The East scored a 20 per 
cent gain, the Mid-South was up 7 
per cent, the Rockies were ahead 
one-third, but both the Midwest 
and the Pacific Coast were some- 
what off. 

Industrial sales, however, gained 
in the Midwest, the Rockies, and 
the Pacific Coast, but eased off in 
the East and plummeted in Texas, 
which dragged the entire Gulf 
South average down to less than 
one-half the 1958 record. 

In the total-country picture, in- 
cluding all uses (and including eth- 
ane, whose total sales do not make 
much of a dent in the over-all 
totals), 18 states gained more than 
20 per cent in usage. Four showed 
sales sharply down, Arizona lead- 
ing the ignominious parade with a 
loss of 28 per cent. Delaware lost 
16.6 per cent, Maine 15.1 per cent, 
Pennsylvania 11 per cent. Four 
others had losses running well un- 
der 10 per cent. 

Twenty-three other states had 
gains that ranged from fair to 
very good. 

Among the various gases, pro- 
pane was still No. 1 with 57.5 per 
cent of the market. This was a 0.6 
per cent increase over 1958, and 
almost equaled 1957’s high mark 
(for the five years) of 57.8. Butane 
was down slightly, from 15.0 to 
14.6, thus showing a slight loss for 
the second straight year, but well 
ahead of 1955 and 1956. Butane- 
propane mixtures were also down 
to 12.8 per cent, as against 1958’s 
14.1 per cent. They have slipped 
steadily from the 23.3 per cent rec- 
ord of 1955. All-other-mixtures 
were down to 6.2 per cent. * 
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° LPG survives another “Trial by Fire” 


Filled cylinders stand fast 


as fire destroys railway boxcar 


What doesn’t happen just isn’t news. So you seldom read 
about any of the countless incidents in which not only was LPG 
not the cause of a fire, but the gas container itself withstood 
direct, intense heat without failing. 

Here’s a story about such an incident. Paste it in your hat, or 
wherever it can be most readily referred to when ignorant 
detractors start calling LPG dangerous. G. T. Ruddy, secretary- 
treasurer of Chaudane Gas Co. Ltd., North Bay, Ont., Canada, 


tells the happy tale: 


ON MAy 27, Chaudane shipped 
34 filled 100-lb. cylinders of pro- 
pane from North Bay to Moosoonee, 
Ont., via the Ontario Northland 
Railway, for further shipment by 
boat up the Hudson’s Bay. 

About two hours after the train 
left North Bay, an overheated jour- 
nal (hot box) was found to have 
developed on the car on which the 
cylinders were riding, but at the 
opposite end. The car was put off 
at a siding and about 90 miles 
north of North Bay and a fire, 
which had broken out in the axle 
housing, supposedly extinguished. 
The train went on, leaving the one 
car behind. 

A short time later, a railway sec- 
tion man noticed a flame under the 
floor of the car and phoned railway 
headquarters at North Bay. A rail- 
way Official in turn called Chaudane 
Gas Co. for advice on how to handle 
the fire. He was told that the car 
doors should be opened, if possible, 
and if water was available to play 
it continuously on the cylinders, 
and not to bother with the fire it- 
self unless there was a_ second 
water supply. 

By this time, smoke was coming 
out the cracks in the doors. The 
railway employee opened them, as 


OCTOBER, 1960 


instructed, using a long rope; im- 
mediately, flames lashed outward 
about 25 feet. 

A detachment of the Department 
of Lands and Forests was called 
out. The men arrived promptly, 
equipped with two portable water 
pumps. One they directed into the 
end of the car where the cylinders 
were, the other to the opposite end 
of the car where the fire started. 

This was an all-steel car, except 
for the floor and the lining on the 
inside walls which were wooden. 
The 34 full cylinders were proper- 
ly secured in an upright position 
with steel strapping, and occupied 
about one-half of one end of the 
car. The balance of the cargo was 
packaged goods in cardboard car- 
tons. As the fire burned upwards 
through the floor, it ignited the 
cartons and their contents. 

The heat of the fire eventually 
raised the pressure in the propane 
cylinders to the point where the 
safety reliefs opened and released 
vapor, as they are supposed to do 
to prevent rupturing. This vapor 
also ignited. 

The men from the Department 
of Lands and Forests continued to 
pump water into both ends of the 
car until the fire was completely 


extinguished. With the decrease in 
heat, largely brought about by play- 
ing water on the cylinders, the 
pressure inside the cylinders de- 
creased, and the safety relief valves 
closed, shutting off the release of 
propane vapor. All of the pack- 
aged goods and their contents were 
completely destroyed. The wood 
lining on the inside walls of the 
car was completely burned off and 
the floor was badly charred. The 
car was then hauled back to North 
Bay with the propane cylinders 
still in their original position. The 
Chaudane Gas Co. was asked to 
come down to the railway yards 
and inspect them. 

The cylinders showed no out- 
ward evidence of damage, except 
for having been blackened by a 
soupy mixture of wood and paper 
ash and water. Each was found 
to be about half full of propane. 
Railway officials and employees, on 
looking into the car and seeing pro- 
pane cylinders inside, were as- 
tounded that there had been no 
explosion. 

The partly filled cylinders were 
removed from the car and taken 
to a vacant area, where the remain- 
ing propane was expelled from 
them. They were then sent to the 
testing station of Engineering 
Products of Canada Ltd. in 
Montreal. No evidence of damage 
was found. They all passed the 
rigid tests specified by the Cana- 
dian Railroad Commission. 

The valves were replaced, how- 
ever, as a precautionary measure. 
It was feared that the soft copper 
in the original valves might have 
been distorted by the heat. 

The cylinders were of mixed 
make, some being EPCL cylinders 
with Emco No. 3103C0 valves and 
some being Weatherheads with 
21001 valves. Both incorporated 
the safety feature. 

While the above fire was unfor- 
tunate and caused considerable loss 
to the railway, it did point up the 
fact that propane, when properly 
handled, that is in containers built 
to government specifications and 
transported in an upright position, 
properly secured, it is not a hazard- 
ous commodity. a 
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Typical of the modernization program at 
Green's Fuel is the installation of these 
skeletal steel towers which save labor, and 
speed bulk unloading safely. 


A modernization program 
that fails to eliminate all 
bottlenecks in fuel transfer 
and delivery is likely to be 
self-defeating. At Green’s 
Fuel, however, the company 
has gone all the way in 
streamlining this operation. 


A BPN Exclusive 


ANY EQUIPMENT modernization 
program should be as complete as 
financially possible. At Green’s 
Fuel of Florida, a major South- 
eastern chain, entire local opera- 
tions are getting a face lifting, and 
Green’s is following this wise pol- 
icy of carrying out the program 
from one end of the fuel flow to 
the other. 

Plants participating in this mod- 
ernization campaign include those 
at Sarasota-Venice, St. Augustine, 
Palm Beach, Tampa, Bartow, Lake- 
land, Dade City, and many other 
locations. 

Bulk plants are being completely 
re-piped. Says Charles Landers, 
Green’s Fuel chief engineer: “Our 
piping was undersized for unload- 
ing. It used to take an entire day 
to unload a tank car. Now we can 
do two of them in a day. 
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Green’s Fuel 


HARRY J. 


“It used to take us 45 to 90 min- 
utes to load out a 1400-1700-gal. de- 
livery truck. We can do the same 
thing now in 15 to 20 minutes. 

“Our original vapor lines were 
replaced with 114- and 14-in. pip- 
ing. Liquid piping, which ranged 
from 1% to 2 in., was replaced 
with 2%- and 3-in. sizes.” 

At the same time, Green’s Fuel 
moved all bulk plant piping above- 
ground to insure better flow and 
easier maintenance. 

To reduce the hazard of truck 
drivers’ filling from the wrong line, 
Green’s also embarked on a color 
coding program. Most of the pipe 
runs handle two products—a bu- 
tane-propane mixture at 110 psi 
and straight propane at 190 to 200 
psi. All mixture piping was paint- 
ed orange, all liquid propane lines 
yellow. 

For vapor lines, green was used 
on the mixture lines and blue on 
the propane. 

To speed the unloading of tank 
cars, a skeletal steel tower was 
built at each plant. When a tank 
car arrives, it nestles up to the 
tower, and a hinged platform drops 
down to a position on top of the 
car. Working from this platform, 
the employee can hook up the hoses 
and perform the unloading task 
much more quickly and safely than 
was possible before. Green’s men 
used to have to wrestle with long, 
heavy hoses, which had to be con- 
nected on the ground, and after 
which they would climb atop the 
cars to open the valves. 

One plant was junked completely. 
As business spiraled, the plant be- 
came progressively more outmoded. 
Besides, it had riveted tanks with 
small openings. 


modernizes 


MILLER 


As Landers says, “With $9000 to 
$10,000 invested in a tank truck, 
you simply cannot afford to have it 
sitting idle while waiting to be 
slowly loaded from an inefficient 
bulk plant.” 

The trucks were also revamped 
to speed up delivery. For those on 
commercial routes, pumping rate 
was boosted from 28 gpm to be- 
tween 50 and 60. Residential units 
were stepped up to 40 gpm. 

As it can, Green’s is also up- 
grading customer installations. His- 
torically, gas has been served in 
75- to 150-gal. tanks, as well as in 
under-100-gal. butane containers. 
Between them, these installations 
posed two problems: first, because 
of the growing size of loads (par- 
ticularly now that househeating is 
a prominent load in Florida), de- 
liveries were becoming too frequent 
to be economical; second, since the 
price of butane has been rising, the 
company wants to switch as many 
of its customers as possible over to 
propane. Deliveries were set up on 
a 30-day basis—theoretically—but 
in practice many customers needed 
a delivery about every 10 days at 
certain times of the year. 

So, in conjunction with its plant 
and truck modernization, Green’s 
began replacing the old, small tanks 
with 150’s, 250’s, 500’s and 1000’s. 

With modernization having been 
carried out at all three points— 
the plant, the rolling stock, and the 
customer installation — Green’s 
Fuel has kept in step with the mod- 
ern trend toward speed, economy, 
and safety, and has _ successfully 
eliminated the sources of bottle- 
necks, any one of which could have 
defeated the purpose of the entire 
program. & 
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Well Seci’ed 


In pioneer days it was considered wise to travel with the 
man who could tie a “Diamond Hitch”. Today to be secure 
many smart operators tie up with the Sid Richardson Gaso- 
line Co. for their year-round supply of LP-Gas. 


Our success depends entirely upon our customers’ success, 
since we have no company-owned or controlled wholesale 
or retail outlets taking our production. That’s why our cus- 
tomers must be kept prosperous through on-time delivery 
of quality products at competitive prices. 


Sid Richardson 


GASOLINE CO. 


629 FORT WORTH CLUB BUILDING e FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES. MARVIN L. DOSS B. E. PATTON 

5123 NO. NEW JERSEY 3148 SANDEFER 6444 XERXES SO 
ATwater 3-7443 ORchard 4-2965 WAInut 7-8092 
INDIANAPOLIS, INDIANA ABILENE, TEXAS MINNEAPOLIS, MINN 
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A BPN Exclusive 





How Suburban of Beaumont 


is switching to propane 


ELTON STERRETT 


It’s a long, slow process— 
begun 14 years ago and now 
being accelerated — but this 
Texas firm expects to com- 
plete the job within five 
years. 


THE RAPIDLY INCREASING DE- 
MAND for butane as a petrochemi- 
cals raw material threatens soon, 
in many areas, to price that fuel 
right out of the domestic and in- 
dustrial fuels market.* The alter- 
native for the distributing com- 
panies lies in the adaptation of 
their plant and—more important, 
conversions of their customers—to 
the use of propane. 

This is expensive, inconvenient, 
and often bewildering to custom- 
ers. Many companies have “butane” 
as a part of the corporate name, 
and use the word in their litera- 
ture, on their trucks, and in their 
advertising. Some of these now 
serve nothing but propane, so when 
their customers heard “butane” 
was becoming “scarce,” they im- 
mediately thought the product they 
were using would become scarce. 

On the other hand, many other 
companies have used “butane-pro- 
pane” as a phrase to describe the 
fuel, even though the principal 
commodity was butane. So, when 
the sales representative comes 
around to sell them on the idea of 
scrapping all their butane equip- 
ment and installing storage for 
propane only, they are naturally 
confused. They thought the two 


*See BPN, January 1960, page 34; March 
1960, page 70. 


70 


fuels were pretty much one and the 
same. 

Some of the more forward-look- 
ing companies in the South (where 
the rising price of butane is a 
more serious problem than else- 
where) have foreseen this predica- 
ment and taken steps to avert it. 
One, a predecessor company of 
Suburban Gas Co., Beaumont, 
Texas, began to convert its equip- 
ment and customers’ equipment 
back in 1946. J. B. Burns, who was 
president of that company at the 
time (and is now Suburban’s pres- 
ident), began an intensive cam- 
paign to equip all new customers 
with tanks that would comply with 
the basic requirements for storing 
propane. 

So when the current butane 
scare arose, Suburban was already 
well along on a program of replace- 
ment of butane systems. 

The program is partially helped 
along by the fact that most of the 
old butane tanks have been ready 
for replacement. The majority were 
the underground type. Over the 
years, many of them fell victim 
to corrosion. Although they were 
coated with hot tar before being 
buried, they could not be inspected 
or given further protection while 
in the ground, so were prone to de- 
velop pin hole leaks along the low- 
er one-third. 

When leaking tanks have been 
found, they have been replaced, if 
possible, with above-ground instal- 
lations of 250-gal., 250-lb tanks 
designed for storing propane. The 
new tank will have a service life 
many times that of the buried 
tank it supplants. If given periodic 
coats of paint, the tank will easily 


outlast the customer or the devices 
it serves. Once it is installed, the 
customer is automatically delivered 
propane instead of the mix former- 
ly supplied. 

But conversion of an entire sys- 
tem to propane at one time is an 
expensive operation. M. D. Bruner, 
general manager for Suburban 
Gas, estimates that it would re- 
quire an investment of $810,000 to 
replace all the butane tanks of its 
present domestic customers—on 
home fuel systems—with tanks 
capable of meeting propane re- 
quirements. And customers, now 
enjoying satisfactory fuel supply 
from present tanks, are not will- 
ing to scrap such tankage at an 
individual cost of $250 or more per 
changeover. 

So, for now, Suburban Gas is 
delivering blends, ‘mixes’ up to a 
legal maximum propane content. 
This stretches its available butane 
supply as far as possible and still 
delivers fuel giving satisfactory 
service in existing butane installa- 
tions. 

Whenever possible, new custom- 
ers as well as old ones replacing 
defective butane tanks are not sold 
propane tanks, but are given a 
lease arrangement by Suburban 
Gas. This involves a fixed charge 
of $2.50 per month, added to the 
regular bills for fuel delivered. By 
leasing, instead of personally pur- 
chasing the tank, the customer 
avoids the outlay of a relatively 
large sum at the outset, usually 
also involving attendant interest 
charges on his investment. His 
responsibility then ends with his 
distribution system at the point 
where it ties into the regulator 
atop the tank. 

Suburban Gas operates a fleet of 
20 tank trucks, five of which have 
already been converted from butane 
to propane. Unfortunately for the 
truck owner, such a conversion re- 
quires much more than the mere 
lifting off of the butane tank and 
the lowering into place of the 
heavier, high-pressure tank for 
propane. The thicker walls of the 
propane tank do not permit it to 
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SEE A 2-WAY RADIO 
DEMONSTRATION 


Your Motorola man will show you 
a nearby system in action 


You'll see how radio-equipped vehicles in a business like 
yours can make extra, profit-producing calls by eliminating 
backtracking, ‘“‘deadheading”’ and phoning-in. 


You'll see how radio control of every vehicle gives your 
customers better service—gives you a competitive edge. 


You'll see proof of decreased overtime—lower gas and 
oil bills —lower phone bills. 


You'll get proof that Motorola 2-way radio can pay for 
itself in a short time—then go on to build your profits. 
Talk to the man who owns the system—ask him about 
Motorola dependability — Motorola service. 


MAIL THIS COUPON TODAY! 
NATURALLY THERE’S NO OBLIGATION 


AA MOTOROLA 


2-WAY RADIO 


Motorola Communications & Electronics, Inc. 
A Subsidiary of Motorola Inc., 4501 Augusta Bivd., Chicago 51, Illinois 


YES, | want a demonstration, 

have your man call me for an appointment. 
og Ee eee! ier ee 
COMPANY NAME 
TELEPHONE NUMBER 
ADDRESS_ 
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industry news 


Congress votes $60 million 
to REA loan kitty 


Congress responded as usual to 
the strong lobbying efforts of the 
Rural electric co-ops. 

Although the money will probably 
never be spent, the lawmakers 
added a hefty $60 million to the 
REA loan kitty. This is $10 million 
more than was first proposed by 
even the most staunch REA sup- 
porters in Congress. There was an 
obvious political tinge to the move 
—keep the REA’s happy, and help 
them show a little scorn for op- 
ponents of the subsidized power 
program. 

While the lawmakers were woo- 
ing the REA co-ops, they flatly re- 
fused to consider strong demands 
for legislation to boost to a realistic 
figure the 2 per cent interest rate 
the co-ops pay on their loans. 

The extra $60 million “contin- 
gency” fund brings the total avail- 
able for loans to co-ops in the cur- 
rent fiscal year to $307.6 million. 
This includes $110 million in reg- 
ular new appropriations, $135 mil- 
lion appropriated last year but not 
spent, and $2 million in loans made 
but turned back. 

In the last fiscal year, the agency 
was able to lend only $245 million of 
the $345 million it had been given. 


Internal Revenue Service 
to canvass businesses 


The Internal Revenue Service’s 
check of businesses throughout the 
nation—to see if they are filing all 
their tax returns—is going full 
speed ahead. 

The canvass of business, known 
as the Returns Compliance Pro- 
gram, is aimed at tax enforcement 
and taxpayer education. 

The first step is letting business- 
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men know what taxes they are liable 
for. The second step is making sure 
the taxes are paid. 

Revenue Service agents, armed 
with tax records, are making a 
block by block, business by business 
canvass. They are checking on the 
filing of business income tax, em- 
ployers’ social security, withholding 
tax, and excise taxes. 

The long-range program, to take 
from three to five years, is expected 
to jump tax revenue several million 
dollars. Much of the extra money 
will come from businesses which 
don’t realize they must pay several 
different taxes. 

Once a business is set up to file 
all taxes for which it is liable, the 
IRS quarterly check of returns will 
show if the business is complying. 

IRS officials say most of the prob- 
lem of compliance is with small bus- 
inesses which don’t have legal help 
when paying taxes. 


Gas utilities 
continue to expand 


There has been no letup in the 
growth of city-owned gas utility 
systems. Competition from these 
public fuel distributors continues 
unabated for private L.P. gas deal- 
ers. 

Latest figures from the U. S. 
Census Bureau show municipal gas 
system revenues hit a new high of 
$142 million in 1959. This compares 
with $134 million the previous 
year; $114 million in 1957 and is 
more than double the $68 million re- 
corded in 1955. 

At the same time, government ex- 
penditures for these systems are 
also increasing. Spending hit $122 
million last year, up from $106 mil- 
lion the previous year and $88 mil- 
lion in 1955. 

Of the expenditures in 1959, $98 
million was for current operation, 


AND AR 
LERAWON, IN OTANA 


This attention-demanding display represents Stewart-Warner Corp.’s heating 
and air-conditioning equipment at the Indianapolis Weir-Cook Airport. Trans- 
light photos in front of each unit illustrate hidden construction features. Stew- 
art-Warner has received requests from 50 states and many foreign countries 
through the post cards which are furnished at the center of the display. 
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EAST, WEST, NORTH OR SOUTH-— 
THE STORY’S ALWAYS THE SAME 


Cities Service Distributor’s 
summer sales booming 


Most distributors are concerned about their slack 
summer sales but not Tri-Gas. The attractions of 
Lake Michigan and the National Music Camp of 
Interlochen triple the population of Traverse City 
and keep Tri-Gas operating at peak load. 

During winter Tri-Gas keeps the propane using 
residents warm...even with the 150 inches of 
snow they received last year. Leon Overholt, Presi- 
dent of Tri-Gas, states, “Cities Service has been 
our supplier since we started 12 years ago. Service 
has been excellent and delivery has never been a 
problem since we are practically sitting on the Cities 
Service 20-million gallon underground storage fa- 
cilities at Lowell, Michigan.” 


For 5 days Boyd Oil 
supplied Concordia, Kansas 
with their only source of gas 


It was summer and the river went on a rampage in 
Concordia. The natural gas pipeline was torn apart. 
Townspeople could not cook... restaurants had 
the same problem. The dairy in town needed hot 
water . .. a hospital was without cooking facilities. 
The town turned to Boyd Oil and Hugh Boyd put 
in a call to Cities Service for an emergency order of 
LP-Gas. Boyd Oil mustered every piece of spare 
equipment and worked day and night successfully 
serving the crucial spots with gas. 

Regarding Cities Service, Hugh Boyd says, “I’ve 
never had another supplier and see no need for one. 
The service from Cities Service has always been 
great and I know I can count on them when an 
emergency comes up.” 
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News 


$20 million for capital outlays, and 
about $3 million for interest on 
some $94 million in long-term debt. 

The figures climb higher when 
gas supply systems owned by coun- 
ties, states, and independent tax 
districts are added to city totals. 
Total revenue of all governmental- 
owned gas supply systems in 1959 
reached $190 million, and expendi- 
tures hit $170 million. 


Permit to build pipeline 
surrendered by Peace River 

Peace River Oil Pipe Line Ltd., 
British Columbia, surrendered the 
permit granted to it last April to 
build an oil pipeline in northeastern 
B.C. to the government. The line 
was to serve local refineries and en- 
able surplus crude oil from that 
area to reach Pacific Coast markets 
through connections with Alberta 
and Federal pipelines. 

The government set forth a con- 
dition which provided for the pos- 
sible diversion of British Columbia 
crude oil to any future pipeline that 
might be constructed within B.C. 
This would mean that connecting 
lines needed in Alberta to provide 
the connection to the Vancouver 
line might be left idle. 

The company stated that because 
of this condition normal financing 
of the multi-million dollar project 
has proved impossible. 


Five-day sales school 
held by Thermogas 

A five-day employee sales school 
was recently conducted by Paul 
Wagoner, Thermogas director of 
sales at the Des Moines home office. 

The 29 students were given a 
complete product presentation on all 
available Thermogas appliances. In- 
struction covered customer  ap- 
proach, how to get the sales story 
across, how to render better ser- 
vice and how to close a sale. 

Representatives from other gas 
appliance companies served as in- 
structors also. Students completing 
the course were presented diplomas. 


Driver Register operation 
to begin in late 1961 

Secretary of Commerce Frederick 
H. Mueller has designated the 
Bureau of Public Roads to establish 
and maintain the Driver Register. 
(See August BPN, page 20.) It 
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Owners of Coastal Butane Gas Corp., Charleston and Summerville, S. C., were 
honored by Sinclair Oil & Gas Co. in recognition of the company’s 20th anni- 
versary. Sinclair officials presented Airguide barometers with engraved plates 
to co-owners Ray Herrin and Howard Prettyman. The presentation also marked 
the 20th anniversary of Sinclair’s first tank car shipment of LPG, which went 
to Coastal. Posing with the gifts are (from left): W. R. Raney, assistant sales 
director, Sinclair; J. R. Herrin, Jr.; A. T. Scherer, Sinclair consultant; Howard 
Prettyman; and John A. Storm, Sinclair sales director. 


will serve as a clearing house to 
identify for the states motor vehicle 
drivers whose licenses have been re- 
voked because of driving while in- 
toxicated or the conviction of a 
traffic violation resulting in loss of 
life. 

The states using the register may 
now prevent or reduce driver priv- 
ileges to individuals whose licenses 
have been revoked in other states. 

Preliminary forecasts indicate 
that a pilot operation may be start- 
ed in mid-1961 and the register 
could be in full operation a few 
months later. 


Book IV completes LPG 
Service Training Course 


Book IV, the final volume in the 
LP-Gas Service Training Course, 
has been published by the Univer- 
sity of Texas in cooperation with 
the LPGA. This volume covers ag- 
ricultural, commercial, industrial 
and motor fuel applications, load 
balancing and gas lighting. 

The final volume is prepared in 
four units and is suitable for class- 
room or home study. Book IV offers 
an information manual, a test book, 
an assignment book and an instruc- 
tor’s guide. The 139-page informa- 
tion manual carries 12 chapters il- 
lustrated with many photos and 
other teaching aids. 

Classroom students buy the man- 
ual and test book ($1.75 and $.75) ; 
home study students buy the man- 


ual, test and assignment books 
($1.75, $.75 and $2.00); and in- 
structors buy the manual and the 
guide ($1.75 and $2.25). 


Door panels interchangeable 
on compact gas refrigerator 


A compact gas refrigerator was 
introduced to the industry by Nor- 
cold Inc., Los Angeles in August. 
The refrigerator comes in built-in 
and console models of 4 and 6 cu. ft. 

The cabinets are finished in satin 
aluminum and insulated with foam- 
ed plastic. Doors may be hinged on 
either side and have interchange- 
able color face panels. 

Suggested uses for the compacts 
are home bars, trailers, apartments, 
hotels, motels and patio outdoor 
living. 


AGA publishes third 
edition of Service Manual 


The third edition of the “AGA 
Gas Appliance Service Manual” has 
recently been published by the as- 
sociation. The three-volume edition 
covers gas clothes dryers, ranges, 
water heaters and incinerators. 

The publication’s companion proj- 
ect, the supplemental subscription 
service, brings a three-year sub- 
scription period in September. This 
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includes three gas appliance service 
supplements per year between Sep- 
tember 1960 and May 1963. 

Holders of earlier editions of the 
manual can keep them up-dated by 
renewing subscriptions to the sup- 
plemental service. The manual costs 
$5.25 (Cat. No. 27/U) and the sub- 
scription service, $3.95 (Cat. No. 
27s8/U.) 





FOR SERVICE CALL: 


Suburban Gas Service, Pomona, 
Cal., uses this decal identification 
nameplate on all the appliances the 
company installs. The copy on the 
decal tells the appliance owner 
where to call for service or mainte- 
nance. 


Gas industry to spend 
$2.2 billion in 1960 


The gas industry is exceeding its 
construction history this year with 
plans for a new plant and facilities 
reaching $2.2 billion. This figure 
tops the record 1959 total of $1.728 
billion by 26 per cent. The new 
record likely will not stand beyond 
1963 when expansion activities are 
expected to reach $2.38 billion. 

Transmission systems will spend 
more than a billion dollars, which 
includes a $169-million Texas-Cal- 
ifornia link. Distribution facilities 
will spend $724 million. Another 
$354 million is to be spent for pro- 
duction and storage facilities. Ap- 
proximately $87 million of this will 
go for underground storage. 


Vent, chimney design 
study presented by AGA 


“Sizing of Vent Pipe and Chim- 
neys for Gas Appliances,’ AGA 
Laboratories’ research report No. 
1300, presents design procedures 
for individual- and multiple-appli- 
ance gas vent systems. Suggested 
multi-story vent design procedures 
are given in the appendix. 
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Main factors considered are vent 
and vent connector materials, vent 
connector configurations, size and 
height of vent pipe or chimney, and 
rated appliance input. Copies are 
available for $1.50 from the AGA 
Laboratories, 1032 E. 62nd St., 
Cleveland. 


Waste King Corp., Los Angeles, 
has expressed its faith in the gas 
appliance manufacturing field this 
current fiscal year by reinvesting 
$1,000,000. That sum went for the 
development of new products such 
as the new drop-in oven and range 
combination, a portable dishwasher 
and surface units. The company 
stated that sales of these products 
should, by the end of this year, add 
$10,000,000 to the total annual rate 
of sale. 


Flame cultivation research results 
to date were recently viewed by LPG 
dealers and guests at the High 
Plains Research Foundation, Half- 
way, Texas. Inspected crops included 
cotton, grain sorghum, soybeans, 
corn and castor beans. Reports will 
be made on the results of weed eli- 
mination on onions and _ potatoes. 
Final results for the year will be 
reported after the tests are har- 
vested. 


According to the Gas Appliance 
Manufacturers Assn., factory ship- 
ments of gas-fired automatic stor- 
age water heaters totaled 260,200 
units in July. This figure sets a new 
high for 1960 and exceeds the July 
1959 volume by 6.2 per cent. Built-in 
gas ranges exceeded January-July 
sales this year by 7.3 per cent over 
the same 1959 period. Total units 
sold were 200,900 as against 187,300 
last year. 


Petrolane Gas Service Inc., Long 
Beach, Cal. reports net income for 
12 months ending June 30, 1960 was 
$1,460,522 equivalent to $2.74 per 
share on 532,780 shares outstanding. 
This compares to $988,135 or $1.85 
per share for the same period last 
year. Sales and other revenue reach- 
ed $17,642,483, an increase of 30 
per cent over last year. 


Shell Oil Co., Houston, has a con- 
tract for the expansion of liquid 
recovery facilities at its Provident 
City, Texas, gas plant. The new 
additions will permit production of 
propane to increase to 33,000 gal. 
per day from the present 21,000 gal. 
rate. 


The 1960 edition of the National 
Safety Council’s statistical yearbook, 
“Accident Facts,” is now available. 
The 96-page book has facts and 
ideas for making speeches, writing 
articles and planning safety cam- 
paigns. For information write the 
National Safety Council, 425 N. 
Michigan Ave., Chicago, III. 


A million-dollar LPG plant is be- 
ing constructed in Banner County, 
Neb. A Kimball (Neb.) partnership 
plans to convert 9.6 million cu ft 
of casinghead gas per day to LPG 
and natural gasoline. The partner- 
ship will be known as Antelope Gas 
Products Co. 


After a two-year campaign, the 
National LP-Gas Council has _ ob- 
tained a uniform LPG listing in the 
classified phone directory. With the 
issue of new classified directories in 
September, all L.P. gas listings will 
be under the heading “Gas—Lique- 
fied Petroleum, Bottled and Bulk.” 
Other headings will be cross-refer- 
enced to the new listing. 


_ SUPPLIERS 1 


Perfection Division, Hupp Corp., 
Cleveland, has appointed these five 
wholesaler-distributors for the Per- 
fection line of residential furnace, 
air conditioning and heat pump prod- 
ucts: Capitol Supply Co., Jefferson 
City, Mo.; C. L. Miley Co., Indianapo- 
lis, Ind.; Braid Electric, Nashville, 
Tenn.; Hart Inc., Minneapolis, Minn.; 
and Otten Heating Co. Inc., Buffalo, 
nN; Y. 


Leases have been signed for two 
more Sid Harvey stores. Sid Harvey 
Sales Inc., at 403 Pulaski St., River- 
head, N. Y., managed by Frank Don- 
aldson and Sid Harvey of Western 
N. Y., at 39 Lyell Ave., Rochester, 
managed by George Olsen. 


The Gulf Research & Development 
Co. has developed a mechanical pipe- 
line batch separator which reduces 
product commingling by approxi- 
mately 70 per cent. The separator is 
expected to save money for pipeliners 
since it is not uncommon for the in- 
terface to reach upwards of several 
thousand barrels. 


The first complete Waste King 
Universal built-in kitchens in the na- 
tion have been installed in a 65-home 
development in Anaheim, Cal. The 
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To Every LP-Gas Dealer Who Thinks 


. He Is Making All The Money He Can: 


Are you really as independent as you think? Are you making as much profit 
per dollar of investment as you could? Here are frank answers to 
some important questions that can vitally affect your future: 


: I own my own bulk plant, cylinders and bottling 
equipment. Isn’t that the way to make the 
most money? 


: Many dealers think so. But a lot of dealers have 
discovered that they can get a bigger return on 
their capital when it’s invested in things that 
help them sell more gas—instead of in equip- 
ment to simply process gas. 


Q: What do you mean by that? 


: Well, let’s say you have $20,000 invested in a 
bulk plant. With an independent Skelgas fran- 
chise you could use that money to buy an extra 
hundred or so consumer bulk tanks. They 
could help you get an extra 150,000 gallons of 
business in just a year’s time. 


: Well, what other benefits do I get with a Skel- 
gas franchise? 


A lot of our dealers think the biggest advantage 
is the solid consumer acceptance of the Skelgas 
brand name. We’ve been a leader in this in- 
dustry for over thirty years and the value of 
the Skelgas name is growing all the time. 


: That’s important all right . . . but what else do 
you offer that can help me make a bigger profit 
from my business? 


: We provide you with the most complete pack- 
age in the industry. Top quality gas at a com- 
petitive price .. . plus a complete line of modern 
gas burning appliances. And we back you with 
the biggest advertising campaign in the LP-Gas 
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industry, and with attractive finance programs 
that make it easier for you to do business. 


: Sounds good. What else? 


: Training is another advantage of a Skelgas 


franchise. Every Skelgas dealer has a team of 
experts to help in every phase of his business. 
And we have our own service schools for you 
and your men. 


: Well, what kind of a franchise arrangement can 


I make with Skelgas? 


: Right now we have the most flexible franchise 


program in Skelgas history. Why not send in 
the coupon below? Find out how you can join 
the ranks of the really independent Skelgas 
dealers. 


You’re Really 
More Independent 
With A 


SKELGAS 





SKELGAS MARKETING 

SKELLY OIL COMPANY 

P.O. Box 436 

KANSAS CITY 41, MISSOURI 

[) Please rush me your new fact-packed Skelgas 
franchise booklet. 

C Have a representative call to explain how | can be really 
independent with a Skelgas Franchise. 


Name 





Address 











Newsbriefs 


new Universal built-in gas ovens and 
ranges round out the built-in- 
equipped kitchen. Also featured are 
Universal undercounter dishwashers 
and food waste disposers. 


Net income of Gulf Oil Corp. dur- 
ing the first six months of 1960 was 
$156,100,000, which is 10 per cent 
higher than 1959 earnings for the 
same period. Natural gas liquid sales 
for 1960 totaled 38,404 barrels per 
day, for 1959, 36,561. 


More than 300 appliance dealers 
attended open house activities at the 
new Minneapolis headquarters build- 
ing of Maytag Co. in August. Tours 
were conducted through the 22,314 sq 
ft offices and warehouse facilities. A 
Maytag Halo-of-Heat clothes dryer 
was the grand prize, and several 
dealers were awarded dryers at half- 
cost. 


MERCHANDISING 


“Napoleon’s Gun Barrels” is the 
title of a new sound-color movie 
which describes the growth of the 
gas industry. It shows the types and 
construction of regulators used on 
high pressure transmission lines, city 
gate stations, farm taps, district sta- 
tions, industrial gas applications, 
house service, and in the LPG indus- 
try. It runs 28 minutes. A free copy 
may be borrowed by contacting the 
Fisher Governor Co., Marshalltown, 
Iowa. 


A “Home Idea File” that can be 
personalized with the home builder’s 
business card and the prospective 
buyer’s name is offered by Samuel 
Stamping and Enameling Co., Chat- 
tanooga, Tenn. Partitions are 
marked “kitchen,” ‘‘living area,” 
“bedroom,” “bathroom” and “miscel- 
laneous” for the builder to carry his 
literature on home features. The kit 
is offered by Suburban in conjunction 
with the new Idea Kitchen Plans of- 
fered to builders. 


As part of the nationwide Presiden- 
tial Parade Promotion, RCA Whirl- 
pool dealers will display “Senator 
Whirlpool,” a cardboard cutout rep- 
resentation of an old-fashioned poli- 
tician. In addition, election banners 
and posters providing information on 
candidates and voting procedures will 
be displayed until Nov. 8. The pro- 
motion kit includes a 39-piece display 
kit, three traffic builders, three sales- 
closing premiums, direct mail pieces 
and advertising mats. 
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Burtis Lewis of Grants, N. M., has 
purchased Pagosa Gas & Appliance, 
Pagosa Springs, Colo., from Francis 
Corrigan. 


Liberty Propane, Arcata, Cal., now 
has a branch office and display room 
at Orick, Cal. Wayne Batchelor is 
the branch manager. 


New state licenses have been is- 
sued to Smart Propane, Colorado 
Springs, Colo., under the manage- 
ment of George G. Smart; and to 
Red Tag Bottle Gas Co., Altura, Cal., 
managed by Francis J. Abell. 


The Dick Price Truck Stop, a 300- 
gal. motor fuel dispensing station, 
recently opened at Commerce and In- 
dustrial in Dallas. There is also a 
Texaco station which handles gaso- 
line, diesel fuel and motor oil. A 
parking area will accommodate 40 or 
50 trailers. Anderson Butane Gas 
Co., formerly Atkins Butane Co., will 
supply LPG to the truck stop. 


Webster Gas Service Inc., Owen- 
ton, Ky., has been incorporated to 
deal in LPG and equipment. Incorpo- 
rators are F. E. Webster, Jonesville; 
Owen Caplinger and B. L. Hankins, 
Frankfort. 


Gastonia Philgas Service, Gastonia, 
N. C., is the new franchised dealer 
in that area for Phillips Petroleum 
Co.’s bottled gas. Owner C. A. 
Childers of Sungas Distributors, Ra- 
leigh, N. C., now has 10 Philgas 
franchises. Jerry Dodgin is the man- 
ager of the new Gastonia store. 


After five months of hearings, the 
Nevada LPG Board revoked the op- 
erating license of Atlas Propane & 
Gas Co., Reno, Nev., Aug. 10. The 
license was revoked on grounds that 
owner Henry Brodsky did not em- 
ploy an L. P. gas man qualified by 
the board and did not carry proper 
insurance. 


Articles of incorporation have been 
filed by Meadows Bottle Gas Co., Al- 
buquerque, N. M., to sell L. P. gas 
products. Willard G., Hazel E., and 
Charles G. Meadows are incorpora- 
tors. 


Tennessee Liquefied Gas Co., Mem- 
phis, Tenn., began construction on its 
new Collierville store on Highway 72, 
Aug. 1. The store and other facilities 
are scheduled to open the Ist of this 


month. 





Suburban of Beaumont 
(Continued from page 70) 





rest in the cradles formerly sup- 
porting the butane tank, and it is 
necessary to strip the truck prac- 
tically down to the bare frame and 
cab before the conversion can be- 
gin. Suburban Gas is now mod- 
ernizing its fleet by buying a truck 
chassis with cab, and having the 
tank installed by a commercial 
body rebuilding plant at a cost 
ranging from $2500 to $3000 per 
truck. 

The changeovers to propane have 
also led to some customer misun- 
derstandings. One source of trou- 
ble has been that butane and pro- 
pane trucks looked alike. So when 
a customer who needs gas sees a 
Suburban truck pass him by with- 
out stopping, he is naturally upset. 
He doesn’t realize that his system 
is limited to butane, while the 
truck may be carrying propane. He 
calls in and raises a ruckus because 
he had a request in for fuel, but 
the truck went right on by. 

To eliminate this confusion, 
Suburban is changing truck cab 
colors on the butane carriers from 
red to blue. The propane trucks 
will continue to carry the red color, 

This will make it easy for the 
office force to ask if it was a blue- 
cab truck, and when the “one that 
went right by” has been character- 
ized as having a red cab, the clerk 
not only can explain why the truck 
did not stop, but also can put in a 
good word for the “new fuel” 
which the red cab units are de- 
livering. 

With its tank-lease plan, and 
trucks already changed over to 
transport propane, Suburban Gas 
Co. will, when the price differen- 
tial between butane and propane 
becomes enough to wipe out the 
margin of profit, be ready and able 
to supply its customers with pro- 
pane economically and efficiently. 
At the same time it will continue 
to deliver a mix to such customers 
who have yet to install the high- 
pressure tanks. 

General manager, M. D. Bruner, 
when pressed for an answer as to 
when Suburban Gas Co. would be 
completely converted to propane, 
hazarded an estimate of “five years 
from now, if butane costs do not 
force us to revise our present plan 
of tank replacement earlier.” 
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Le Canada and Minis 
Mississippi Tank delivery units 
increase profits for progressive operators 


These Mississippi Tank delivery units look different, being engineered to different 
specifications for particular needs, yet they have one thing in common: They’re 
both increasing profits for their owners! All Mississippi Tank delivery units are 
designed for top payloads and trouble-free service. There's a model that'll make 
more money for you! 


This 2,600 water gallon Titan, Jr. 

delivers more gas than two of the 

old-type units in the Ruby Propane 

3 Gas fleet, Effingham, Ill. In addi- 

LP-GAS METERED SERVICE me. ih tion, Mr. Jack Bennett, owner, re- 
Home HEATING; TRACTOR Fue. ports that the excellent maneuver- 
ability of the Titan, Jr. allows his 
drivers to deliver over roads that 
they were previously unable to 


travel. 


From Montreal, Canada, Mr. 
Georges Langelier of Country Gas 
reports that this 1,500 water gallon 
pats LE GAZ P. Atlas has proven so profitable in his 
Mi. 5-315. operation that he purchased a 2,300 
water gallon model recently. Al- 
though economy-priced, the Atlas 
features many outstanding design 
innovations that assure trouble-free 
service. 


a 
< rm: 
Pars 


For full details on Mississippi | profit-desig ed equipment 
MAIL THE COUPON TODAY! 
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Mississippi Tank Co., Inc. BPN-10 
Hattiesburg, Miss. 
Without obligation, RUSH literature on 


[) Delivery Units C) T-! Transports 
[] Domestic and Bulk Storage Systems 
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eae 
MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
Hattiesburg, Miss. Juniper 3-0262 


Name 
Company 
Address 


City and State 
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For further information on any items in this section use the 
convenient Univac Readers’ Service postcards on pages 81, 82. 


New Products and 
Free Literature 


Vertical discharge unit heaters 
designed for high installations 
Circle 1 on Readers’ Service Card 


New gas-fired vertical discharge 
unit heaters (GEC 410) are de- 
signed for installations at heights 
up to 36 ft. Inputs are 300,000, 
450,000 and 600,000 Btu. Units 
weigh from 383 to 680 lb and may 
be suspended from existing struc- 
tures. Motors range from % to 1 
hp. Modine Manufacturing Co. 


Wall unit has heating 
capacity of 1750 cu ft 
Circle 2 on Readers’ Service Card 


The new Vent-O-Magic wall 
heater has heating capacity of 
1750 cu ft. Its input rating is 17,- 
500 Btu. Operation is automatic 
and, the unit has a 100 per cent 
safety shut-off valve. Extra “flue 
kit”? makes heater (GEC 420) suit- 
able for walls up to 24 in. thick. 
Ohio Foundry & Manufacturing. 
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Level-bubble assures 
exact calibration 
Circle 3 on Readers’ Service Card 


This new thermostat (GEC 190) 
is offered in heating, cooling and 
heating-cooling types. A _level- 
bubble in the wall mounting plate 
assures a level mounting for exact 
calibration. Sealed mercury con- 
tacts permanently protect against 
corrosion, dirt and dust. White- 
Rodgers Co. 


Vapor-proof lamp may be 
tapped for connections 

Circle 4 on Readers’ Service Card 

This vapor-proof clearance and 
side market lamp (GEC 040) may 
be drilled and tapped for IPS el- 
bow connections. It measures 2 x 
63/64 in. A No. 63 or 67 bulb is 
housed in a resilient rubber socket 
grommet. An internal “O” ring 
seal between lens housing excludes 
rain, dust, etc. Betts Machine. 


Built-in oven's doors 
hide messy oven 
Circle 5 on Readers’ Service Card 


The new Imperial built-in oven 
has an easy-to-use roast guide; 
fiberglass-insulated oven doors; 
and double-stippled porcelain lin- 
ing bonded to oven and broiler pan. 
The special patterned glass allows 
a messy oven to be hidden when 
light is out. Waste King. (GEC 
240.) 


High-capacity burners 
developed for contractors 
Circle 6 on Readers’ Service Card 


Compact, light weight LPG 
burners (GEC 080) are available 
in two sizes—600,000 Btu (weight 
3% lb) and 1,000,000 Btu (weight 
5% Ib). They may be used when 
intense, immediate heat is required 
by contractors, farmers, asphalt 
plants, etc. No pumping or pre- 
heating. Corwill International. 
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New products and free literature 








Reminder bell chimes 
before dryer shuts off 


Circle 7 on Readers’ Service Card 

New automatic dryers (GEC 
120) provide fabric formula dry- 
ing by pushbuttons. A reminder 
bell chimes five minutes before the 
dryer shuts off. Variable heat en- 
try permits choosing proper heat 
for each fabric. Norge. 


Burners and oven combined 
in floor-supported range 
Circle 8 on Readers’ Service Card 
Burner units and oven are com- 
bined in this new floor-supported 
counter range (GEC 240). Instal- 
lation cost is lowered since the 30- 
in. range needs no supporting cab- 
inets. Caloric. 


Cone-shaped nozzle eases 
sealing and repairing 

Circle 9 on Readers’ Service Card 

This new plastic squeeze bottle 
(GEC 730) has a cone-shaped noz- 
zle for hard-to-get-at spots for 
sealing or repairing pipes and 
joints. It is refillable. Margate 
Manufacturing. 
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Intercom indicates busy 


stations visually 

Circle 10 on Readers’ Service Card 

Features of this new all-transis- 
torized intercom include: an in- 
coming call chime, external relay 
control for high noise level areas, 
signals which visually indicate a 
busy station, and monitoring sig- 
nal. Talk-A-Phone. (GEC 140.) 


Built-in heaters come in 
dual and single wall types 
Cirele 11 on Readers’ Service Card 
New built-in wall heaters (GEC 
420) come in a full line of Counter- 
Flo and gravity models in dual and 
single wall types. Capacities are 
35,000 and 50,000 Btu. Samuel 
Stamping. 


Solenoid valve handles 


pressures from 5 to 25 psi 

Circle 12 on Readers’ Service Card 

This two-way solenoid valve 
(GEC 820) has 1-in. pipe connec- 
tions and three operating parts. 
May be mounted in any position 
and handles from 5 to 25 psi. Auto- 
matic Switch Co. 


Valve packing gland 


prevents binding 
Circle 13 on Readers’ Service Card 


Completely redesigned forged 
steel gate valves (GEC 820) ex- 
tend service life and facilitate 
maintenance. Features are corro- 
sion resistance and non-binding 
packing gland. Available sizes 
from 14 in. to 2 in. Crane Co. 


Automatic dampener readies 


clothes for ironing 
Circle 14 on Readers’ Service Card 


New dryers (GEC 120) offer 
modulated heat control which pro- 
duces heat according to moisture 
content of clothes. Automatic 
dampener sprinkles clothes for 
ironing. Whirlpool. 


Heavy equipment gantry 
adjusts to 6 ft high 

Circle 15 on Readers’ Service Card 

For hoisting heavy equipment on 
uneven surfaces, the legs of the 
Magic-Pole gantry (GEC 530) rest 
on steel base plates. Adjusts to 
6-ft heights. B. E. Wallace Prod- 
ucts Corp. 
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New products 








Cultivator destroys weeds 
to 4 in. below surface 

Circle 16 on Readers’ Service Card 

To eliminate crab-grass and lawn 
pests, this LPG Ster-O-Lawn flame 
cultivator (GEC 001) has a steam 
generator combined with the flame. 
This arrests the flame into a heat- 
ing baffle and generates steam 
within five minutes. The steam 
penetrates and sterilizes deeper 
than the flame alone. Unwanted 
growth is destroyed within 1% in 


CHARLES MACHINE WORKS, INC. below surface. J. Curry Mendes. 


616 B STREET * CALL COLLECT, FE 6-4404 + PERRY, OKLA. 











SOFT WATER? —_- 


‘ is Low-capacity heater has 
Walsh in watehneEenere , sealed combustion chamber 
increase existing customer sales! 4 Clits’ 66 en eee Meeting Cand 


Prospects... your own route list. Sindiditienaiie This new low-capacity sealed 
Possibilities... great! LP areas are Model 60 combustion chamber heater’s 
generally hard water areas. Potential Se (GEC 420) input is 10,000 Btu. 
...unlimited, virtually untapped. Fully Automatic 5 Projects 3% in. from wall. Mea- 

Modelso| | i sures 26 in. high by 15% in. wid 
Everyone needs a softener, only . sures <0 In. nigh by e mm. wide. 
some more than others. Chattanooga Royal. 

Profit...non-competitive selling 


holds the price line, hikes profit. A complete line of } Pipe coating effective within 


Factory support...all you need to automatic, semi-automaticand %& 
succeed, including guaranties. manual water conditioners : apd cap. Sera — 
LP nS ee aie Bevan to soften water, remove Circle 18 on Readers’ Service Card 
‘ tej J rust, and filter for a A new epoxy pipe coating (GEC 
nga nor better time to take S. sparkling clarity. : 130) has high resistance to physi- 
it on: Sy cal impact, abrasion and moisture 
adsorption. It protects against 
chemical attack and offers high 
Write for Re-sale Facts TODAY! electrical resistance. Physical prop- 
Home Appliance Division erties retained in temperatures 


243 N. Grove St., Elgin, Illinois Dearborn Chemical Co. 

















BUTANE-PROPANE News 








| FREE LITERATURE — 


Aluminum paint sample 
Circle 19 on Readers’ Service Card 


A nationwide presentation, be- 
ing made to all LPG dealers, intro- 
duces gas cylinder aluminum paint. 
Upon request, a dealer will receive 
a 6-0oz aerosol can of the metallic 
paint and price lists on bulk cans. 
Illinois Bronze. (GEC 610.) 


Valves, accessories catalog 
Circle 20 on Readers’ Service Card 


A new catalog that describes 
over 100 different types of shutoff, 
pressure relief and flow check 
valves, driers, filter-driers, strain- 
ers, liquid gauges, flanged unions, 
liquid indicators is available from 
Henry Valve Co. (GEC 820.) 


Frymaster bulletins, catalogs 
Circle 21 on Readers’ Service Card 


New bulletins and catalogs de- 
scribe Frymaster’s fryers, built- 
ins, counter equipment and stands. 
Engineering and pricing data also 
available. (GEC 230.) Frymaster 
Corp. 


Insulating coupling brochure 
Circle 22 on Readers’ Service Card 


Non-metallic insulating coup- 
lings with high chemical resistance 
are described in a six-page bro- 
chure. The new couplings (GEC 
370) have an integral dyke which 
prevents metal-to-metal contact 
and fiberglass reinforced epoxy 
structure. Ed Conley Plastic Corp. 


Charging manifolds catalog 


Circle 23 on Readers’ Service Card 


The new manual covering both 
automatic and manual cylinder- 
charging manifolds replaces the 
RegO May 1954 blue section LC-2. 
Automatic loading hose conversion 
assemblies are described. The Bas- 
tian-Blessing Co. (GEC 260). 


Heating and venting kit 
Circle 24 on Readers’ Service Card 


Metalbestos is offering:a promo- 
tion kit to dealers to create cus- 
tomer interest in gas heating and 
venting. The kit is a follow-up to 
the September Readers’ Digest ad- 
vertising. William Wallace Co. 
(GEC 550). 
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Viking LP-Gas Pumps last 


longer 
because 


of VIKING's 


new, exclusive * 
automatic 
pressure 
lubrication 
system 


*Patent Pending 


Because LP-Gas pumps get such hard usage, Vikings have always been 
built to give long pump life. When a new feature is developed that proves 
it will make Vikings last longer, we add it. Such a feature is Viking’s 
exclusive automatic internal pressure lubrication system. It operates 
automatically regardless of pump rotation and assures a cooling flow of 
liquid around the bearing at all times. This new lubrication system, added 
to Viking’s heavy-duty construction, leak proof mechanical seal and O-ring 
gaskets make Viking Pumps give top 

efficiency and last longer. 


Investigate these 200 series Vik- 


ing LP-Gas pumps today! Ask for 
catalog HB 


Viking’s 200 series 
LP-Gas Pumps 


VIKING PUMP COMPANY 


Cedar Falis, lowa, U.S.A. In Canada, It’s ‘“‘ROTO-KING’’ Pumps 
See Our Catalog Unit In Butane Propane Catalog 








The HIDY DEGREE-DAY RECORDER WILL 


SAVE YOU UP TO 30% 


ON TRUCKING AND BOOKKEEPING COSTS 


Would you pay $95 a year rental or a modest purchase price to save 
up to 30% on your bookkeepixg and trucking costs? That’s what hun- 
dreds of users of the HIDY degree-day system are saving every year. 
With this system you can deliver more gallons per mile—make fewer 
trucks do the same job. Can be bought or leased. In use in all parts of 
the country. The most accurate, easiest to install, simplest to main- 
tain degree-day recorder on the market—and that statement is backed 
by $1000 reward for anyone who can prove otherwise! Write for full 
story of this money-saving, work-saving plan—ask for Bulletin BPO. 
Please state whether you already operate on Degree Day system. (iias Gane: tk 
tories stil! available 
for sales representa- 


6988 FIVE MILE 
HIDY-BROWN RECORDER COMPANY — RD. CINCINNATI —_—< 














Management Portiolio 





How you can reduce taxes 
by equalizing your income: Part 2 


Last month’s in- 
stallment covered 
year-end control of 
income 

1) by hastening 
next year’s receipts and 2) by 
postponing this year’s receipts. It 
was pointed out that the equaliza- 
tion of annual income can reduce 
taxes by keeping you, each year, in 
a lower tax bracket. 


COUNSEL 
AT YOUR 
ELBOW 


THIS YEAR-END TYPE of tax sav- 
ings can be accomplished more 
easily by controlling deductions. 


available to the same taxpayer. To 
use either type, profit estimates 
for this and next year should be 
made and compared toward the end 
of the current year. If this year is 
appreciably low, deductible ex- 
penses can be postponed. If any 
are high this year and expected to 
be low next year they can be 
hastened. 

Correct strategy requires that 
maximum deductions be used in 
high tax-bracket years. 

Many business expenses, such as 
repairs, can be either delayed or 
rushed. 


"Opening a new bulk plant is a tremendous undertaking 
but with advice and assistance from Union Texas Natural, 
my operation got a smooth start three years ago and has 


been a success ever since.” 


DISTRIBUTOR ASSISTANCE at 
UTN means.... 


@ a complete engineering service at 


your disposal to work out design, 
installation and operation problems. 


Settlement of disputes. Law suits 
and other business controversies, 
now ready for settlement, can be 
paid either this year or next. 


State taxes. State income and 
property taxes assessed against a 
business are deductible when paid. 
A cash basis taxpayer can deduct 
allowable prepayment of state 
taxes. If on the accrual basis, you 
have the option of accruing real 
property taxes ratably over the 
state tax period. 


Refunds and credits. When you 
have to make refunds or issue 
credits for unsatisfactory or dam- 
aged goods, make or deliver them 
in the high income year, if at all 
possible. 


Interest on federal taxes. If you 
owe any federal taxes on old 
claims, the interest can be de- 
ducted when paid, either this year 
or next. 


Public relations. Promotion and 
public relations projects, including 
calendars, premiums, circulars, 
catalogs and entertainment are de- 
ductible expenses that can usually 
be hastened or delayed. 


Advertising. The same is true of 
advertising. Prepaid advertising 
may be deducted even though such 
services may not be furnished un- 
til a later year. 


Business contributions to charity. 
Arrange to take charitable contri- 
bution deductions in whichever 
year it will do the most good, tax- 
wise. 


Abandonments. Either this year 
or next you can abandon (but not 
sell) non-depreciable and _ intan- 
gible properties such as_ leases, 


franchises and the good will of an 
unused and unwanted branch of 
your business. The actual cost of 
such good will and of such intan- 
gibles may be deducted in the year 
of abandonment. Look about and 
see what you are willing to de- 
stroy. Remember to make perma- 
nent, detailed and dated records. 

Do you happen to owe any attor- 
ney’s fees? If so, the lawyer will 
probably give you a month’s exten- 
sion after the reason for delay is 
explained. Or he might render his 
bill before the year end for accrued 
legal services if requested. 


@ a management counseling service to 
help you establish sound, proven 
business practices. 


@ a sales department familiar with 
every facet of Ip-gas marketing to 
help with planning and promotion. 


says W. C. Van Thiel 
Van's Bottle Gas Service 
Kenosha, Wisconsin 


The UTN distributor program can offer you many other benefits. 
Contact a Texgas Representative for complete details. 


LIN 


UNION TEXAS NATURAL GAS CORPORATION 


ENTERPRISE BUILDING + TULSA OKLAHOMA 





Texas 
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Supplies. Non-inventoried, routine 
supplies can be stocked up now or 
their purchase can be delayed a 
month. 

The foregoing list of shiftable 
business deductions merely illus- 
trates what can be done. Many 
other business expenses are sub- 
ject to similar timing. 


Personal, non-business deductions. 
Not to be overlooked are personal 
deductions. (These are the ones 
entered on page 2 of return Form 
1040 and 1040W, provided you do 
not use the standard deduction.) 
Switch as many as may be neces- 
sary and possible to your high- 
bracket year. 

Without going into detail, these 
itemized deductions consist of cash 
and property contributions to 
many types of non-profit organiza- 
tions; interest paid on personal ob- 
ligations such as mortgages, notes, 
installment purchase contracts, and 
on delinquent taxes; non-business 
state and city taxes; medical, den- 
tal and drug expenses to the extent 
deductible, including premiums 
paid on health and accident insur- 
ance policies; alimony, the cost of 
recovering back pay, bad debts, 
casualty losses not reimbursed, 
child care and limited educational 
expenses; plus other non-business 
expenses incurred in the manage- 
ment, purchase or protection of 
property (including securities) 
held by you for the production of 
income; and certain foreign in- 
come tax credits (not deductions). 

Many of these and other per- 
sonal deductions can, with a little 
effort and forethought near the 
end of the year, be either hastened 


T think the captain is carrying this 
“all the comforts of home” thing feo far. 
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or delayed. Your choice will de- 
pend upon which of the two con- 
secutive years threatens to reach 
the higher tax bracket. 

There is one remote contingency 
that might warrant the adoption 
of above tactics even though your 
income for two years happened to 
be equal. That is the possibility 
that Congress might raise or lower 
the income tax rates as of the be- 
ginning of the second year. You 
would then shift as much income 
as possible to the low bracket year. 

In concluding this two install- 
ment series on year-end tax sav- 
ings through control of income, we 


repeat the two available methods. 
To equalize annual, taxable income 
you may 

a) switch receipts to your low- 
income year from the high-bracket 
year, and 

b) shift deductions to your 
high-income year from your low- 
tax-bracket year. Steps to that end 
must be taken before the end of 
the earlier year. 

Note finally that the greater the 
difference between this year and 
next, the greater will be your tax 
savings. Otherwise expressed, the 
higher the tax bracket this year or 
next, the more you can save. a 





Ha’ G)-BOSS for Safely! 


"GJ-BOSS” GROUND JOINT FEMALE COUPLING, STYLE X-34. 
Unequalled for strength, durability and safety on hose handling L-P 
Gas at bulk plants, on carloading rigs and other installations. Ali parts 
steel or malleable iron, thoroughly rustproofed. Furnished with super- 
strong “Boss” Offset and Interlocking Clamps. Ground-joint union be- 
tween stem and spud forms washerless, leakproof seal. Sizes Y4" to 6", 
inclusive. Also available in washer type, Style W-16 and companion 
“Boss” Male Coupling, Style MX-16. Stocked by Manufacturers and 
Distributors of Industrial Rubber Products. 
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Kentucky LPGA elects 
Johnson president 


William D. Johnson, Red Devil 
Butane Gas Co., Franklin, was 
elected president of the Kentucky 
LPGA at the recent convention. 
The affair was held Aug. 14-16 at 
the Kentucky Hotel in Louisville. 
George Gawthrop, Winchester, was 
elected first vice president; Louis 
M. Wells, Central City, second vice 
president; Miss Frances L. Holli- 
day, Tateville, executive secretary; 
and Charles E. Nead, Tateville, 
treasurer. 

New directors elected are: Frank 
W. Truitt Sr., West Paducah; Pres- 
ton Miller, Bowling Green; P. L. 
Kasey, Irvington; and Richard Jan- 
sen, Covington. Immediate past 
president, B. L. Hankins, Frank- 
fort, becomes a director at large. 


A panel discussion was held on 
the subject of the “Importance of 
Agriculture to Kentucky LPG 
Operators.”’ Panel participants in- 
cluded Dr. E. G. McKibben, USDA 
director of agricultural engineering 
research; Henry C. Smith, deputy 
administrator, USDA Farmers 
Home Administration; Malcolm H. 
Holliday Jr., USDA assistant ad- 
ministrator, Farmers Home Ad- 
ministration; John W. Koons, ex- 
ecutive secretary, Kentucky Farm 
Bureau Federation; Ernest L. 
Harris, state chairman of the 
Blueprint for Kentucky Agricul- 
tural Progress Committee; Dean 
Frank Welch, University of Ken- 


tucky College of Agriculture; Dr. 
Abby Marlatt, College of Agricul- 
ture U.K.; and the new president, 
William Johnson. 

Ralph Hines of Samuel Stamping 
demonstrated “How Not to be a 
Star Salesman.” 

Exhibitors in the trade show pre- 
pared live demonstrations on prod- 
ucts offered for sale in the show. 


New Mexico LPGA to divide 
state into districts 

The New Mexico LPGA held its 
annual convention at the Western 
Skies Hotel in Albuquerque, Aug. 


7-9 with a registered attendance 
of 175. 


W. RB. Sidenfaden, Suburban Gas 


Service, Pomona, Cal., and Matt 
Champion, Phillips Petroleum Co., 
Amarillo, Texas, discussed methods 
of improving management tech- 
niques. 

At the business meeting legisla- 
tive plans were drafted and the 
future mid-year conference was 
discussed. Members appointed a 
committee to district the state to 
provide local level organization. 

At the election of new officers 
Cecil Anderson, Anderson & Wat- 
kins, was voted president for the 
coming term. Charles Nicholson, 
Belen Butane Supply, Belen, is the 
new vice president, and Dick Mc- 
Cowen of Ikard & Newsom, Las 
Cruces, is secretary-treasurer. 

Two new directors were elected 
—John Peryatel, Northern New 


Mexico Gas Co., Raton, and R. E. 
Goss of Arrow Gas Corp., Ros- 
well. The other directors remain 
the same. 

Plaques were presented to all 
past presidents who had not pre- 
viously received this recognition 
for their service to the industry 
and the association (see photo). 


“Gas Versus Gas" topic 
at N. Carolina meet 


“Gas versus Gas” (natural and 
L.P.) was the topic of a panel dis- 
cussion at the No. Carolina LPGA 
12th annual session at the Sir 
Walter Hotel, Raleigh, Sept. 11-13. 
The panel included: C. A. Childers, 
Sungas, Raleigh; Earl Connolly, 
N. C. Gas Service, Reidsville; F. 
L. Fagan, Gem Automatic Gas Co., 
Granite Quarry; and R. Stuart 
Steele, Hickory. 

Sizing and maintenance care of 
the LPG truck was another panel 
discussion including: James Bell, 
U. S. Royal Rubber Co.; R. G. 
Shires, Ford Motor Co., Richmond; 
and J. E. Swanner, Green’s Fuel 
Gas Co., Burlington. 

Nominated and elected president 
for the 1961 term is Roger Hall, 
Southeast Butane Co., Lumber 
Bridge. First vice president is Ray 
Boyette, Blue Flame Gas Co., 
Kenly ; second vice president is Dick 
Lee, Metrogas Inc., Kenderson- 
ville; secretary is Bill Gantt, Gantt 
Rulane Gas Service, Albermarle 
(re-elected); and treasurer is 
Charles Gardner, Sungas, Raleigh. 

These directors were elected to 
serve a two-year term: C. H. Tim- 
berlake Jr., Piedmont Gas Service 
Co., Winston-Salem; H. M. Phillips, 
N. C. Butane Gas Co. Inc., Raleigh; 
W. L. Whitley, Whitley Gas Co., 
Wilson; and Ed Casey, Grifton Gas. 


Pictured here are the new officers and directors elected by the 
New Mexico LPGA for the 1961 term. From left: Glenn Bobbitt, 
Charles Nicholson, Bruce King, Cecil Anderson, R. E. Goss, Dick 
McCowen and John Peryatel. At right, president Cecil Anderson 
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(I.) stands with past presidents H. P. Freeman, Frank Thornton and 
C. H. Lodal. The men received the plaques in honor of their 
dedicated service to the New Mexico LPG industry and their 
association. 
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Efforts to legalize 
temperature correction 


The Colorado LPGA held its an- 
nual convention at the Harvest 
House in Boulder, July 17-18. Reg- 
istered attendance totaled 165. 

Shelby Harper, CPEC, Denver, 
discussed the Colorado tax struc- 
ture, and Lee Brand, Empire Stove 
Co., Belleville, Ill., amplified pre- 
vious discussions on competition 
with electricity. A discussion 
brought about a motion to make 
efforts to amend Colorado statutes 
to legalize temperature correction. 
Further association strides will be 
taken to amend special fuel tax 
laws of Colorado. 

J. A. Alberta, Alberta Gas & Ap- 
pliance, Fort Morgan, was elected 
president for the ensuing year. 
Elected vice president was Don 
Schoonover, Farm Gas, Hugo; and 
the new secretary is Pat Griffin, 
Pat Griffin Co., Fort Collins. 

Along with the officers, elected 
as directors are: R. M. Martin, 
Mar-Gas_ Inc., Alamosa; Steve 
Tanner, Veterans Gas Service, 
Pueblo; Frank Sikora, Arapahoe 
Gas Co., Boulder; and H. C. Sho- 
walter, Domestic Propane Co., 
Delta. 


Alabama members 
presented awards 


Over 230 people gathered at one 
of the Alabama LPGA’s most suc- 
cessful conventions, held at Point 
Clear in July. 

J. D. Barton, Valley Gas Co., 
Inc., Lannet, was elected president; 
Dan Harlan, Albo Gas Co., Mobile, 
vice president; and Margaret 
Krueger, Foley Butane Co., Foley, 
treasurer. 

An open forum discussion was 
led by James Chancy, Dearborn 
Stove, on “The L.P. Gas Appliance 

y Evil or a Necessity 
for Survival?” 

For their outstanding service to 
the Alabama L.P. gas industry and 
the Alabama LPGA, inscribed 
awards were presented to W. D. 


Write for 
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Superior LP Gas Pumps give top perform- 
ance at differential pressures up to 300 
psi. Now you can pump more gas... 
and at lower cost. Up to 100 g. p. m. 
single hose delivery from bobtails, or up 
to 300 g. p. m. in bulk plants. 

Superior precision pumps eliminate vapor 
hose . . . shorten delivery time . . . in- 
crease profits. 


Superior LP Gas Pumps are precision 
engineered. You are assured positive pump- 
ing action with sliding self-adjusting, self- 
lubricating plastic vanes. 
Sliding vanes may be replaced quickly 
. without removing pump from truck 
or base. No spares needed . . . pump 
efficiency restored easily without new 
pump expenditure. 


ee LP Gas Pumps are leakproof. 
| seals guaranteed for 
one year. No springs or push rods. Smooth 
sliding vanes are pressure activated . 
hydrostatically-bal d. You're assured 
superior performance . « « superior work- 
manship with Superior ‘precision’ ‘patented’ 
rotary pumps. Try one. 








LPG Precision Rotary Pump 
A PRODUCT OF 


Se ae ee INDUSTRIES, INC. 


1007 Nati Bidg. + New Orleans 12, La. 
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Keep Up with L. P. gas 
Developments Each Month 


DeArmond, W. B. Grant, J. D. Bar- 
ton, Van O. Theriot and Victor T. 
Mavity. 


by subscribing to 


Dedication ceremonies held 
at Georgia 4-H Center 


Dr. A. L. Cain of Griffin, Ga., 
officially presented the new L.P. gas 
demonstration building to the Rock 
Eagle 4-H Club Center at dedication 
ceremonies recently. 

The $70,000 ‘project was pro- | 
vided through the joint action of | 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


[J Check herewith C0) Bill me (1 I year $2.00 (CJ 2 years $3.00 


Street 
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HANDI-HEATER 
Keeps Stock Tanks 


ICE-FREE 





c> 























Fits Any Tank 
Lights Quickly 
and Simply 








Stock BROYHILL HANDI-HEATERS for 
increased sales and for customer sat- 
isfaction. Operates from bottle gas. 
AGA approved Automatic Shut-Off 
and Temperature controls. Sell BROY- 
HILL Stock Tank Heaters—perform- 
ance proven on thousands of farms. 





1h GET com PANY “Scns” 


FLAMEGAS 
asphalt and tar 
CHULCMOUAICRS 


Associations 


the Georgia 4-H Club Foundation, 
the LPG industry and the state of 
Georgia. 

The building is constructed in a 
“T” shape and has three main 
rooms measuring 28 x 40 ft each. 
Two rooms are devoted to education 
in food preparation while the third 
is used for 4-H Club educational 
activities, including farm uses of 
LPG. 

Construction on the building be- 
gan in January 1957 and was com- 
pleted late that year. Appliance 
manufacturers continually replace 
their products with latest models. 
(For complete history on the proj- 
ect see the October 1959 issue of 
BPN, page 84.) 


Winners chosen in Alabama 
LPGA 4-H safety essay contest 


Johnny McAdams, 14, of Ken- 
nedy, Ala., and Frances Rodgers, 
16, of Reform, Ala., were winners 
in the 4-H safety essay project, 
sponsored by the Alabama LPGA. 
At the annual 4-H conference at 
Auburn University, association 
president Ed Moore presented the 
winners their checks for $100. Mc- 





FLAMEGAS 


. SERVES AMERICA |} 


6 MODELS—PORTABLE AND 


PERMANENT MOUNTING 


Economical—Highly Efficient 


@ Safe rapid heating of tar, asphalt and pitch— 


also useful in drying of aggregates. 


@ Burner operates manually or (when equipped 


Well Type FL-5 2,000,000 BTU 


equipped with 4% Hose and 499MB | 


regulator. 


with automatic controls) on 6 or 12 volt electri- 


cal system or stand-by battery. 


@ Easy mounting and transporting is assured by 


“> OPERATES ON LIQUID OR 
VAPOR PROPANE (LP) GAS 


the sturdy lightweight construction of Flamegas 


Burners. 


@ Maximum Flame temperature at 30-lbs. pressure 

(2000°)—no soot, no carbon, no flues to clean. 
ACCESSORIES AND ATTACHMENTS AVAILABLE FOR 
Pump pre-heating 
Sand and Aggregate Drying * Spot Repair * Weed 


USE IN—Spray Bar Heating °* 


Burning * Lead Melting, Etc. 


Write for full detailed literature, Order direct or 


“> AVAILABLE WITH 100% SAFETY | 


TEMPERATURE CONTROL 


BURNING EQUIPMENT 


from your Local L. P Gas or Bulk Plant 


FLAMEGAS we eeeerr CORP. 


12901 Auburn Avenue 


Detroit 23, Michigan 


CONTROL AND AUTOMATIC | 


“> ADAPTABLE TO MOST ALL OIL | 





Adams’ topic was highway safety 
and Miss Rodgers wrote her essay 
on everyday safety. 

Engraved trophy cups were pre- 
sented to the boy and girl winners 
in both the junior and senior di- 
visions in each county. Over 9000 
boys and girls from 63 counties par- 
ticipated in the safety project. 


Northeast LPGA members to 
attend AGA Festival of Flame 


Members attending the Northeast 
LPGA convention are invited to the 
AGA convention Festival of Flame 
exhibit, October 11-12 at the Am- 
bassador Hotel in Atlantic City. The 
gas people also plan to set an after- 
noon aside for the LPG men to tour 
the site. 

The 1960 AGA exhibit lays the 
groundwork for gas industry prog- 
ress in the 60’s, and also is a pilot 
operation for the exhibit at the 
1964 World’s Fair. 


‘ASSOCIATION NOTES 


The newly elected board of direc- 
tors of the Butane Propane Institute 
of Louisiana recently held its first 
business meeting at the Capital 
House in Baton Rouge. The directors 
discussed a hospital insurance plan 
for butane dealers and employers in 
Louisiana. The mid-year convention 
date was set for November 11-12 in 
Baton Rouge. 


The Pennsylvania State Fire School 
has started a training period on the 
Techniques of L. P. gas fire control. 
The first class began this summer. 
The State LPGA group provided the 
school with the NFPA film “LP-Gas” 
and a group of slides as training 
aids. Approximately 1800 volunteer 
and paid firemen train at the one 
week class on theory and techniques 
of fire-fighting each year. 


A second carburetion clinic was 
held for LPGA member-marketers in 
the northeastern states in Harris- 
burg, Pa., Sept. 26-29. A committee 
of marketers and producer, carbure- 
tion and equipment representatives 
developed a program that repeated 
and supplemented the material pre- 
sented at the February clinic. 


The Virginia LP-Gas Industry con- 
vention was held at the John Mar- 
shall Hotel in Richmond, Va., Sept. 
19. Problems, solutions and workable 
ideas were presented by specialists in 
the fields of general insurance, ve- 
hicle safety, sales management and 
builder architect contracts. 
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Max W. Haist of J & S Carbu- 
retor Co., Dallas, has moved to Yell- 
ville, Ark., and will work in the west- 
ern Arkansas, Oklahoma and Missouri 
territory. 


J. W. RoArk—from vice president 
in charge of sales to executive vice 
president of Union Petroleum Corp. 
Two new departments have been 
formed: Domestic and _ Industrial 
Sales with R. E. LOGSDON as man- 
ager; and Refinery & Chemical Sales 
with W. G. NOBLE JR. as manager. 


J. W. Roark R. E. Logsdon 


Union Petroleum Corp. 





J. H. McMartin, formerly with 
Green Colonial Furnace Co., Des 
Moines, has been appointed a sales 
representative in eastern Iowa, west- 
ern Illinois and southern Wisconsin 
for Caloric Appliance Corp., Jenkin- 
town, Pa. PHILLIP SHEEHAN, for- 
merly sales representative, is now in 
the newly created position of coordi- 
nator of advertising and promotion 
in the Southeastern division. 


DON FISHER, formerly regional man- 
ager in northwest Missouri, has been 
named regional manager in Maytag 
Co.’s Kansas City branch. HAROLD 
EATON, formerly regional sales man- 
ager in Tulsa, replaces Fisher. ROGER 
STAHLIN, formerly freezer sales spe- 
cialist in the Kansas City branch, re- 
places Eaton. THOMAS M. GALLAGHER, 
formerly staff marketing assistant, is 
the new regional manager of the 
Pittsburgh branch. 


D. JACK GREENE has been appointed 
northwest sales representative for 
Anchor Petroleum Co. to headquarter 
in Portland. 


ALFRED S. ERWIN has been ap- 
pointed sales representative in the 
Philadelphia office of American Meter 
Co., and CHARLES R. Docis, to the 
advertising department. HENRY H. 
MAYER has been named sales repre- 
sentative for the mid-West sales divi- 
sion, to headquarter in Chicago. 


A. S. Erwin 


American Meter Co. 


JOHN H. McCELHINNEY JR.—from 
regional sales manager in Delaware 
and Maryland to manager of Sub- 
urban Propane Corp.’s Robbinsville 
district. 


FRED CHRISTENSEN—from manager 
of Trinity River Gas Co., to manager 
of Cal-Vada Propane, Lake Tahoe, 
Cal. Hoyt SMITH replaces Christen- 
sen at Trinity. 





Speedy Them Saye: 
ORDER THESE CHRISTMAS SPECIALS NOW! 


EE 


EXECUTIVE JEWELRY SET 


$8.00 each for a set of gold-plated and 
enameled Speedy Therm Jewelry in plastic 
gift box containing 2 lapel pins, | charm 
bracelet, cuff links, tie clasp and earrings. 


($7.00 per set for orders of six sets or more.) 


MENDING KITS 


Handy matchbook-size sew- 


ing and mending kits — 


Ideal 


advertising pieces 


imprinted with your com- 
pany name at no extra charge: |000—7¢ ea.; 2500— 


6\/o¢ ea.; 5000—6¢ ea.; 10,000—5!/>¢ ea. 
PLEASE REMIT CHECK WITH ORDER TO: 


GAS ADVERTISING SERVICES, INC. 
i rd] 1505 RACE ST. PHILADELPHIA 2, PA. 
LOcust 8-7727 


D f 
& ‘ 
~~ SPEEDY THERM 


NOTE: Inquiries are invited on the new Speedy Therm Christmas Cards now in production. 
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” PRESSURE-TITE 
Connections... 


Heot end vibration- 
proof, non-solvent, 
will not shrink, crack 
or crumble. Makes 
all assemblies leak- 
proof ond pressure- 
tight. Prevents rust, 
corrosion and joint 


Hy Li 
seizure. lOulp 1c 
_— HARDENING 


t ve ASk ey a mee 
BASIC S“NG compo 
BLENDS = 








LOOSENS 
RUSTED BOLTS 


A powerful blend of fast- 
acting solvents that liter- 
ally “melt the rust away” 
—safe on all metals and 
alloys. 


RADIATOR SPECIALTY CO. 


CHARLOTTE, N. C. 








Power 1s extracted from o small quantity 

of high pressure gas. Uses only 1/20th or 1/10th 
@s much gos as the bleeding method. Vapor loss 
extremely low. Transfers up to 24 gellons per 
minute in the field without danger. 


Dependable Farm 
Equipment Since 1886 


ow BLUE co. 





People 


GEORGE H. BARNES and WINSTON 
O. SHOOK have been appointed sales 
representatives for Delta Tank Man- 
ufacturing Co. Inc.’s Corpus Christi, 
Texas branch. RONALD A. BozE, for- 
merly sales engineer, is the new dis- 
trict engineer in Delta’s New Orleans 
office. 


JOHN SCHLEMMER and HAROLD 
KREEGEL have been named district 
sales managers for air conditioning, 
heat pump and furnace products of 
the Perfection Division, Hupp Corp., 
Cleveland. Schlemmer will cover 
northern California, Washington and 
Oregon. Kreegel will head sales in 
Texas and Louisiana. JAMES C. POPE 
has been appointed district sales man- 
ager for wall furnace and space 
heater products in the Southeast. 


ALBERT J. WEATHERHEAD III has 
been elected vice president and gen- 
eral manager of the special products 
division of The Weatherhead Co., 
Cleveland. 


A. J. Weatherhead Ill 
‘The Weatherhead Co. 


GEORGE H. NICKERSON—from sales 
representative at Florida Wholesale 
Supply Co., to district sales manager 
for Welbilt Air Conditioning & Heat- 
ing Corp., in Florida and Alabama. 
KENNETH H. SkiIppER—from district 
manager of American Motors’ Kel- 
vinator Division to sales manager for 
the Texas and western Louisiana dis- 
trict of Welbilt. CHARLES G. WINCUP 
—from president of Comfort Control, 
St. Louis, to district sales manager in 
Missouri, Kansas, Iowa, and parts of 
Illinois and Kentucky. 


E. B. DANIEL, has retired as man- 
aged of Daniel Plumbing and Gas Co., 
Beebe, Ark. Vernon Wright, Searcy, 
Ark., is the new manager. 


E. JACK LEE is resigning from Ash- 
land Oil Co., Ashland, Ky., to join an 
L.P. gas firm in Florida and will 
work on the West Coast. 


DANIEL E. HINCHMAN has_ been 
named district sales engineer for the 
Yorktown, Va., office of Tuloma Gas 
Products Co., Tulsa. 


H. B. Brown 
Gulf Oil Corp. 


D. E. Hinchman 


Tulome Gas 


H. B. Brown has been elected an 
administrative vice president and ap- 
pointed coordinator — transportation 
of Gulf Oil Corp., headquartered in 
Pittsburgh. 


Promotions due to the expansion 
of the Pannier Corp.’s (Pittsburgh) 
sales department include: JOHN J. 
FITZGERALD as general sales manager; 
SAMUEL M. PARKER as eastern divi- 
sion sales manager; ROBERT G. GET- 
ZOFF as western division sales man- 
ager; and WALTER C. ROMAN as di- 
rect factory representative in West 
Virginia, western Pennsylvania and 
northwest Maryland. 


J. P. MoorE—from sales represen- 
tative for Wolverine Tube in the Kan- 
sas City area to sales representative 
in the San Francisco district to cover 
the Pacific Northwest area. 


CLAUDE W. BrowN—from refinery 
sales representative for Oil Capitol 
Supply Co. of Tulsa, to sales and 
technical service representative in 
Oklahoma and Kansas for Grove 
Valve and Regulator Co., Oakland, 
Cal. 


EARL PRICE has been named na- 
tional marketing manager for Gaffers 
& Sattler’s Char-Glo appliances. Lou 
MALLORY and WARNER KIMBALL have 
been added to the Char-Glo sales 
staff. 


JERRY STOHLMAN, formerly man- 
ager at Acme Propane Co., Yuba 
City, Cal., has formed a business in 
Gridley, Cal. DAROLD STONE replaces 
Stohlman as manager. 


ARNOLD G. SCHWENK has been ap- 
pointed district sales representative 
in the Cleveland area for Janitrol 
Heating & Air Conditioning Division, 
Midland-Ross Corp. 
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CONVERSION 





FUNDAMENTALS 


A BPN Exclusive 


THE FIRST THING the hot-rodder 
does to his engine, is to raise the 
compression ratio. Up to a point, 
raising the ratio is the most sig- 
nificant factor in extracting the 
most power from an internal com- 
bustion engine. This is borne out 
by the fact that the manufacturers 
have steadily raised the compres- 
sion ratio in their passenger cars 
and trucks from the average of 
6.3:1 ten years ago to 8.5:1 today. 
Many production engines have 10:1 
in stock form. 

One may ask, “Why not raise the 
compression ratio to 15.1 or 20.1?” 
The answer to that of course is: 
The gasoline currently being pro- 
duced would pre-ignite and cause 
considerable damage to the engine. 
Also, it costs the oil companies fan- 
tastic sums of money to push the 
octane rating just one point. 

The users of L.P. gas are lucky 
because this fuel has more than 
100 octane already built in. How- 
ever, even with LPG, there are 
definite limits on raising compres- 
sion ratios. It’s not so much a 
problem of pre-ignition, although 
L.P. gas will pre-ignite, as one of 
engine stress. 

Just what these limits are is im- 
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How to raise 


the compression ratio 


JOHN E. HALLBERG « Chief Engineer, American Liquid Gas Corp. 


possible to generalize on. Each en- 
gine is different. I do not know of 
any formula with which to calculate 
to what extent you may safely raise 
the compression ratio for every en- 
gine. I would suggest you follow 
the manufacturer’s recommenda- 
tions. Otherwise, it is usually safe 
to raise the ratio to compare with 
the latest compression ratio of that 
particular engine. 

The volumetric efficiency of the 
engine will take care of the actual 
compression pressures encountered. 
For instance, an L-head engine has 
the valve in the block. The fuel 
vapors have many bends to negoti- 
ate before they are finally burned 
in the cylinder. Also, there are as 
many bends in the exhaust system 
as there are in the intake manifold. 
But newer, high-performance en- 
gines have overhead valves and 
free-flow cylinder head design. So, 
if, for example, you raised the 
compression ratio of both engines 
to 9:1, while they would theoreti- 
cally be the same, the newer engine 
would actually have a higher effec- 
tive compression ratio because of 
its better breathing capacity. 


I know also of several Ford V-8 
60’s, a type commonly used in rac- 
ing boats, that have compression 
ratios of 14:1 or more, yet have 
lower compression pressures than 
high-performance engines with 
8.5:1. That’s because the intake 
and exhaust systems on the high- 
performance engines are designed 
to handle the gases more efficiently. 

But, regardless of the engine, to 
make the best use of the inherent 
qualities of L.P. gas, it is good 
practice to raise the compression 
ratio. 


There are three basic ways to 
do this: 


1) Fit high altitude pistons. 
These are usually domed to reduce 
the combustion chamber volume. 


2) Fit an insert in the combus- 
tion chamber to make its volume 
smaller. This method is used when 
the cylinder head is flat, as in late 
model Ford and Chevy engines. The 
combustion chamber is actually in 
the cylinder. 


3) Mill the cylinder head. That 
is, slice a thin sliver off the base 
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Conversion fundamentals 





HOW TO CALCULATE 
GASKET-HOLE COMBUSTION 


CHAMBER VOLUME 


This can be done by using only simple mathematics. 
First, lay the gasket on a sheet of graph paper hav- 
ing |-in. squares divided into tenths. Trace the inside 
of the gasket (as at right). Next, count the number 
of large squares (as at lower left), then the number 
of small squares that don't fall within the large. 
Divide the latter by 100 and add the answer to the 
number of large squares. Then "mike" the gasket 
thickness (lower right), and multiply the thickness by 
the area. The total will be the combustion chamber 


volume. 


of the cylinder head so that the 
combustion chamber is made small- 
er. This is the method we shall 
discuss in this article. 

Before you can change the com- 
pression ratio, you must know what 
ratio you have to begin with. If 
the engine has not been changed 
since it was new, you can probably 
get the specs from the instruction 
book for that engine. It should give 
bore, stroke, and compression ratio. 
The manufacturer will also tell you 
what pistons are available for rais- 
ing it. If, on the other hand, the 
engine has had a re-bore or a dif- 
ferent cylinder head fitted, you had 
best calculate or measure what you 
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have in compression ratio. 

What is meant by the term ‘“‘com- 
pression ratio?” It is the swept 
volume of the cylinder added to the 
volume of the combustion chamber, 
the sum of which is then divided by 
the volume of the combustion cham- 
ber. It is written thus: 


swept volume of cylinder + 
combustion chamber volume = 





combustion chamber volume 


The swept volume is the volume 
swept by the piston in its travel 
from top dead center to bottom 
dead center. 

There are many charts available 


which tell you the volume of the 
cylinder, if you know the bore and 
stroke in inches. If you do not have 
one available, then proceed as fol- 
lows: 


Remove the cylinder head, meas- 
ure the diameter of the cylinder 
with inside micrometers. Then, get 
the square of the bore and multiply 
the result by .7853, a constant. 
Then multiply this answer by the 
length of the stroke. 

For example, suppose the bore is 
5 in. You square this, multiplying 
it by itself, and you have 25. This 
multiplied by .7853 gives a figure 
of 19.632. Suppose the stroke is 
also 5 in. Multiplying this times 
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HOW TO DETERMINE THE AMOUNT TO MILL OFF THE HEAD. 
The picture on the left shows the combustion chamber filled the 
second time to find how much volume was required for the new 


the 19.632 gives the swept volume 
of one cylinder, 98.160. 

The formula may be written 
thus: 

cylinder diameter Xx cylinder 

diameter x .7853 x stroke = 

volume of one cylinder. 

We are only interested in finding 
the volume of one cylinder, since 
all will be the same. 

Having found the volume of the 
cylinder, we must now add to it 
the “combustion chamber volume.” 
The simplest way to find this figure 
is to measure the chamber with a 
suitable fluid. 

Take an accurate measuring 
glass, preferably one that is cali- 
brated in cubic centimeters. Actu- 
ally it doesn’t matter if it is meas- 
ured in jiggers as long as it is 
accurate. We are interested only 
in comparing the volume of the 
combustion chamber in relation to 
the swept volume of the cylinder. 
Whether it be cubic inches, cubic 
centimeters or jiggers, they all 
have the same relationship: volume. 
But remember, if the measuring 
glass is calibrated in cubic centim- 
eters you must divide it by 16.38 to 
convert to cubic inches. 

Lay the cylinder head on a flat 
surface with the combustion chem- 
bers up. Fill the burette with a 
10-weight oil. Now empty the oil 
from the burette into the combus- 
tion chamber (remember to leave 
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a spark plug in). Keep an accurate 
record of the oil required to fill the 
combustion chamber. Suppose it 
comes out to 287.403 cubic centim- 
eters. This divided by 16.38 comes 
to 17.546 cubic in. Now this is not 
the completed combustion chamber 
volume because we have to figure 
on the gasket thickness too, since 
it is part of the combustion cham- 
ber. 

If the engine is an L-head or the 
valves are in the head, but side by 
side, it will be impossible to find 
the volume of the gasket hole on a 
straight arithmetical basis, because 
it will not be circular in shape. In 
such a case, an excellent way to 
find the volume caused by the thick- 
ness of the gasket is to take a sheet 


compression ratio. Note that the new combustion chamber volume 
does not quite fill the chamber. At right, the amount to be milled 
off is measured. "We read within .010 in. with the scale." 


of graph paper marked off in 1/10th 
in. squares. Each large square (1 
sq in.) will contain 100 small 
squares. Take a used gasket (not 
a new one, since its thickness will 
be greater, and will thus throw off 
your calculations), lay it on the 
paper, and trace the combustion 
chamber shape. Count the number 
of small squares inside the tracing, 
multiply the number by the thick- 
ness of the used gasket, and divide 
this answer by 100. This will give 
you the final answer in cubic 
inches. I have found the method 
to be very accurate. 

If the engine has a hemispherical 
combustion chamber, the gasket 
Turn to page 98 > 








The Safe Hose Nozzle 
Available with Fixed Acme or P. O. L. Adaptors 


For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 





C LASSIFIED Advertising 


au > yy Advertising payable with order. 

agency commission or cash discount on 
a ed advertising. Copy must reach pub- 
lisher’s office prior to the Ist of the — 
preceding publication. Address: Classifi Ad- 
vertising Materials, BUTANE - PROPAN E 
er a” S. Alvarado Street, Los Angeles 

, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 
18, 14, 12, 16 pt. display type for headings. 
Set with 1 pt. border. Maximum ad size 
3”. No cuts permitted. Publisher will set 
ad for maximum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $6.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


When full payment is made in advance for four 
consecutive insertions of undisplay classified ads, 
a 10% discount is allowed. 








SITUATIONS WANTED 


FOR RENT or LEASE 


FOR SALE—TRUCKS - TRAILERS - Cont. 





LP PLANT MANAGER OR CARBURETION 

sales and service. Ten years experience in 

— — FE rage carburetion, ser- 

vice. Pre’ states. Reply Box 27, 

ae rye ‘CROPANE News, 198 So. Alvarado 
» Los Angeles 57, Calif. 





EXPERIENCED MANAGER. Eleven years 
experience in L.P. Gas Engineering, sales and 
management. Degree in Engineering plus 4 
years experience as General Manager of size- 
able L.P. Gas Company. Desire greater chal- 
lenge. Prefer Southeast or Southwest. Reply 
Box 45, BUTANE-PROPANE News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





SITUATION WANTED: VETERAN WITH 
pension, experienced in carburetion and_ pro- 
motional work, desires to locate in Midwest. 
Income must be limited to $275.00 a month 
due to V. A. pension. Reply Box 48, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





HELP WANTED 





DEALERSHIPS OPEN: EXPERIENCED 
MAN IN LPG, bettles and bulk. Agency 
Agreement. Good opportunity if has railroad 
siding and spur. RESTRICTED TERRITOR- 
IES. WE FURNISH EVERYTHING. Tank 
Car material. Butane or Propane. Ross Oil, 
Inc., Bellevilie, Illinois. 





LPG SALES REPRESENTATIVE. Major oil 
company seeking experienced (at least 5 years) 
Salesman to contact LPG Distributors and In- 
dustria] users in sales efforts and assist in 
technical applications. Area to be covered: 
Eastern New York State and New England. 
Acquaintance with LPG distributors in the area 
required; age 28 to 50; college or equivalent. 
Our employees know about this ad. Send com- 
plete resume—photo, education, work experience 
to Box 46, BUTANE-PROPANE News, 198 
o. Alvarado St., Los Angeles 57, Calif. 





BUSINESS OPPORTUNITIES WANTED 





WANTED TO PURCHASE: RETAIL Jie 
GAS business in Midwestern or Southea: 
states. Reply Box 13, BUTANE PROPANE 
ews. 198 S. Alvarado St., Los Angeles 57, 
alif. 





DESIRE PURCHASE OF THRIVING retail 
LP Gas Business, or interest in business as 
active partner. 21 years successful experience 
in all phases of management, sales and service. 
Excellent references. Reply to Ellery J. 
Warner, 6031 Mitchler St., Stockton 4, Calif. 





BUSINESS OPPORTUNITIES OFFERED 





as a PLANTS. bef i in 
selling petroleum eepertion throu: ut Midwest. 
Have number devon le plants ne sale. OLE 
BRODD, PETROLEUM MARKETERS, 605 
roduce Bank Bldg., Minneapolis, Minnesota. 





FOR SALE: WELL ESTABLISHED RE- 
TAIL Butane business. Located in Southern 
state. Good compenent, yee customer account. 
Owner retiring. Re Box 44, BUTANE- 
PROPANE News, 1 2 So. Alvarado St., Los 
Angeles 57, Calif. 
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6,000 to 30,000 PROPANE STORAGES for 
sale, rent or lease. Financi cing sad installation 
available. Reply Box 16, BU’ PROPANE 
198 So. Alvarado St., = ‘Angeles 57, 





FOR SALE — TRUCKS - TRAILERS 





EXCELLENT ig mt te! USED TRANS- 
PORTS—Trinity “trade-in transports” are 
tops in low-ovsehend value, Because Trinity sells 
more new trans rts—Trinity has the choicest 
“used transport” selections—late models—new 
—— or rubber and ready to make you 

Twins (3600/6500 W.G.), blimps 
(7000/7400W G.), and _ neckdowns. Low down 
payment and terms. Phone FLeetwood 7-3961 
now. Trinity Steel Co., 4001 Irving Blvd., 
Dallas 7, Texas. 





FOR SALE—1951 GMC WITH 302 engine 
complete with Hh) 1,800 gallon LP tanks, 
Smith pump, Nep tune Print-O-Meter, 
hoses, etc. ill i with or without 2,500 gal- 
lon single barrel “pup” trailer. All in good 
condition, ready to go. Priced to sell. Cross- 
roads Cooperative foeepetin, North Newton, 
Kansas. Phone AT 3-1 





USED PROPANE DELIVERY TRUCKS 
1200 GALLONS W. Presently in use and 

ing replaced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota. 





2290 GALLON CAPAC ITY TWIN bbl unit 
on 2% ton G.M.( Needs some work. Com- 
plete as is. $2750.00. Central LP Gas Service, 
West 23 Route #5, Lawrence, Kansas. 





FOR SALE: 1950 CHEVROLET PROPANE 
delivery truck. Propane carburetion. Twin 
tanks, 1400 gallons W.C. Presently in use. 
Price $1500. Warren Gas Service, Leon, lowa. 





FOR SALE 
USED PROPANE TRUCKS 


Several late model, 1000 to 1500 gal. 
re-conditioned and ready to roll. Easy 
Terms. We Trade. New Trucks too. 


WHITE RIVER DISTRIBUTORS 
Phone RI 3-2374—Batesville, Ark. 


YOU CAN DO IT! 


Haul More Gas . . . Less Steel . . . Load 
and Unload Faster . . . Earn More Money! 


You can do it with skillfully engineered, sleek de- 
signed, carefully balanced Nor-Tex units. The 2600 
WG Single Barrel Payload Special of 202B X-rayed 
material weighs only 12,890 lbs. . . . just right to 
escape the annual Federal tax on trucks weighing 
over 13,000 Ibs.! Pump delivers 50 GPM. 

and Twin Barrel Nor-Tex units available in four 
models : The ‘Standard’ . . . The “‘Custom”’ . 
The ‘Payload Special” .. . The “De Luxe.”* 
Twin units, up to 2000 WG, mounted on 84” cab 
to axle. You can haul more gas . . . more profit- 
ably . . . in less time in a Nor-Tex unit. We are 
also truck distributors. You can’t beat a Nor-Tex 
deal for all-around value! 


For prices, write, wire or phone 


NORTH TEXAS TANK CO. 
Denton, Texas DUpont 2-5416 














A SMART WAY TO MAKE MONEY ON 
YOUR TRANSPORT—If you’re expanding 
your transport fleet you'll find excellent bar- 
gains (and extremely low overhead) in buying 
used transports from Trinity Steel. For Trinity 
has the best used —— buys and widest 
selection by virtue of doing a tremendous new 
transport business. Down payments are ex- 
tremely low and terms let you eep more work- 
ing capital, All Trinity “trade-in” units have 
good rubber—new paint, and are in A-1 con- 
dition. Twins, blimps and neckdowns. Call 
FLeetwood 7-3961 today. Mt og Steel Com- 
pany, 4001 Irving Blvd., Dallas 7, Texas. 





PRICED TO SELL: 5500 GALLON Propane 
transport, and 190 tractor. Central Butane Co., 
Box 748, Cameron, Texas. 





2000 GALLON CAPACITY TWIN bbl pup 
trailer. Easily converted for operation as semi. 
Needs tires. As is $2250.00. Central LP Gas 
Service, West 23rd Route #5, Lawrence, 
Kansas. 





1200 GALLON SINGLE on 1955 Chev 6400 
series w/two speed axle. Printo meter w/tem- 
perature compensator and 100 ft of liquid 
and vapor hose. Truck now in use but will 
be available October 1. $1650. Northern Liquid 
Gas Company, Superior, Wisconsin. Phone 
EXport 4-9556. 





1955 FORD V8 F600 COMPLETE, 1200 gal- 
lon single barrel tank, separate fuel tank, En- 
sign L.P. carburetor, Corken pump, 2! Ib. fire 
extinguisher, good rubber, priced for quick 
sale at $1,788.00. Contact: Northern Oklahoma 
Butane Company, Perry, Oklahoma. Box 309. 
Phone: FE 6-2233 








30 DAY SPECIAL! 


1960 Chev. #C-6303, 2 speed, 
825 x 20, 10 ply rear tires, H.D. 
springs, PIPED COMPLETE 
with 1800 gal. twin —— 
tank, rear cabinet, packa “ges 
plumbing, Viking pump, Nep- 
tune Print Meter, ICC lights, 
20 lb. fire ext., filler & vapor 
hoses, remote controls, painted, 
Fed. Tax PAID. ONLY $6,368.00 
Cash or $653.00 Down and 36 
payments of $189.15 including 
interest. SAVE over $500.00 by 
BUYING NOW! 


"Trade With a Trader"’ 

Coll . . . Preston Grace 
WHITE RIVER DISTRIBUTORS 
Ph. Ri-3-2374—Batesville, Ark. 

All sizes NEW & USED UNITS—-Single—Twin 
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FOR SALE—TRUCKS-TRAILERS—Cont. 





1200 GALLON PROPANE de 
livery truck on IHC chassis only 2,000 miles 
on new motor. Viking pump, 1% Neptune 
Printometer. Sacrifice price. Beonomy Gas Com- 
pany, Litchfield, Minnesota. 


FOR SALE: 


1 1954 FRU EH AU F ‘Trailer, 
9135 water gallon. 1—1954 International Trac- 
tor, tandem axle. 1—1958 Trinity Trailer, 
10350 water gallon. 1—1959 International Trac 
tor, tandem axle and cab over. Write or calli 
E-Z Gas Inc., 2804 S. Main St., Goshen, Ind. 
Phone KE 3-4181. 


FOR SALE: 





MUST SACRIFICE 


FOR IMMEDIATE SALE 


1 Columbian 1951 Twin Barrel Trailer 5090 W.C. 
{ Frazier 1950 Twin Barrel Trailer 6012 W.C. 
i Diamond ‘‘T’’ Tractor 1957 Propane-Powered. 
Total price for all three units—$9,800.00. 


E. A. REUTNER 


RED-E-GAS COMPANY 
9000 Watson Rd. St. Louis 26, Mo. 


NEW! 
PROPANE TRUCK TANKS 


SINGLE UNITS—Up to 2800 Gal. 
TWIN UNITS—Up to 2200 Gal. 


Lightweight A-202B or C-1056 
Steel... X-Rayed ... Latest Code. 
re gaa dl Plumbed . . . 4 Models. 
Fleet Prices All Makes Trucks. 
Let Our 15 Years Experience & 
Thousands of Satisfied Customers 
be Your GUARANTEE of Satis- 
faction. 
10% Down ... 36 Months on 
Balance 
No Red Tape on Financing. 
Trade With a Trader ... Save 
Money. 
Call or Write . . PRESTON GRACE 
WHITE RIVER DISTRIBUTORS 


Batesville, Ark. — Ph. RI 3-2374 

















FOR SALE—MISC. —Cont. 


FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
keat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de 





"PROFESIONAL SERV. —Cont. 


INCREASE YOUR PROFITS BY APPLY- 
ING my accounting and Financial controls 
that show proper Ratios for your operations. 
Evaluations, Equipment revisions, and_accident 
suit assistance also nschant, Floyd F. Camp- 
bell, Management ee tant, 821 Crofton Ave., 
Webster Groves 19, M 





scriptive pamphlet. Eureka Equipment Company. 
P.O. Box 396, Beloit, Wisconsin. 





DIXIE SEMI-LOCK moges, ALUMINUM 

and Al jum coated Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie a. yr a Com- 
ee Kentucky, 65. Phone 





ONE USED CORKEN MODEL 70 LPG 
Liquid Pump, in excellent condition, complete 
with 5 HP 3 Ph explosion proof motor, separate 
magnetic starter, and push-button station. In 
use now. Also one used Corken Model 290-107 
Vapor Pump, without motor. Both units only 
4 years old. Reason for selling—installing 
larger units. Thrif-T-Gas, Inc., 722 S. Main 
St., Carrollton, Mo. Phone 1380. 





NEARLY NEW RONEY COMPRESSOR 
with 5 H.P. 3 phase explosion proof motor. 
Never hooked up since purchased. Complete 
ready to go $650.00. Central LP Gas Service, 
West 23rd Route #5, Lawrence, Kansas. 


SERVEL GAS REFRIGERATORS 


With cross top freezers — late model, 
glass Freezer door, vegetable crispers. 
Used, excellent condition, guaranteed 
in good operating order. 





Special price for 
Send for 


Low delivery cost. 
half or full trailer loads. 
photo and details. 


BEACH REFRIGERATOR CO. 


196-11 Northern Bivd. Flushing 58, N. Y. 
Phone Flushing 7-616! 

















FOR SALE—TANKS - CYLINDERS 





TWO USED 30,000 GALLON PROPANE 
TANKS in good condition. Located in Char- 
lotte, N. C. area. Write to Box 47, BUTANE 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





PROPANE GAS SYSTEMS 


by Underwriters’ Laboratories, 

If you use as many as one load 

of tanks per year, it will pay you to 

contact us. Distribution throughout the 
Mid-West and Southern tes. 


LOWRY TIMS COMPANY 
Quality Stee! Products Division, Cleveland, Miss. 














FOR SALE—MISCELLAN Eous 


DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or large quantities. free. 
Mathews Co., 827 S. Harvey, Oak Park, II. 


MAILING LISTS: FOR BUSINESSS Con. 
cerns that demand big and positive results. 
Specializing in lists on labels. Most any list 
you want. Thousands or millions in a hurry. 
Write us your Mailing List Problem for FREE 
suggestion. Our 39th year in business. Walt 
White, BP. 3122 Calumet Ave., Chicago, III. 
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PROFESSIONAL SERVICES 








PROPANE GAS PLANTS 


ANHYDROUS AMMONIA PLANTS 
Designed and Instetied 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Florida, 
Georgia. Kansas. Louisiana. Mississippi. 
a Mexico, Oklahoma, Tennessee and 
‘exas. 


PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. O. Box 1662 Houston, Texas 














APCO ‘Standby - Peak Shaving 
Mixers and Plants 
Safe - Simple - Automatic 
Design - Engineering - Construction 


APPLIED ENGINEERING COMPANY 








Orangeburg, S. C. 





"BUSINESS RECORDS 


BUSINESS RECORD FORMS. ALL- 
WEA R EZE-SNAP delivery invoices, for 
use a pt metered truck de- 
ee. — — G3 part) impr inted — oo 
address an pone. 

of E'pAY Svs gvs- 





Advise make of met DEGRE 
TEMS, Dept. BP "WOODSIDE 77, L. 1, 





SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with gee price 
cards, capemee reminder Eze-Stik labels, tele 
phone call—service ogy en metered deliv- 
ery invoices, Eze-Snap Service Form awe 
minum ticket holders, Sort-U-Matic 

Bay Byeieks bc. WE WoCetBE 
77, NEW YORK. 


uA eee ee 


| NOTIME OF YEAR FORTB. 
| Is there ever a right time? Of 
course not. But Christmas, 
more than any other season, 
should be a time of glowing 
good spirits, health and hap- 
piness. In the fight against 
TB, it can at least be a time 
of hope—when millions of 
Americans help by using 
Christmas Seals. Answer your 
Christmas Seal’ letter today. 























Conversion fundamentals 





will have a round hole, in which 
case the extra volume caused by 
the gasket thickness will be 5 x 5 
x .7853 x the gasket thickness. If 
the used gasket is .015 thick, the 
answer becomes .294 cu in. 

This figure we must add to the 
volume of the combustion chamber, 
which we measured with the bur- 
ette. The total volume then is 
17.546 cu in. plus .296 cu in. equals 
17.84 cu in. 

Using the first formula, 


swept volume of cylinder + 
combustion chamber volume 





combustion chamber volume 


98.162 + 17.840 





17.840 
6.5:1 compression ratio 


We now have an engine with 
6.5:1 compression ratio. You should 
check with the manufacturer be- 
fore raising the compression ratio. 
We will suppose the company sug- 
gests you raise it to 7.5:1. All you 
need to do now is to find out what 
the “new” volume of the combus- 
tion chamber should be to raise the 
ratio to the desired amount. 

The first thing you must do is 
take a figure of one ratio less than 
the desired ratio (that is, 7.5:1 
= 6.5). To explain why this must 
be done would require some exer- 
cises in arithmetic which we would 
prefer not to go into in this article. 
Just remember it’s the rule. Then 
divide 98.162 (the swept volume of 
one cylinder) by this figure (6.5) 
and the answer will be the desired 
volume, in cubic inches—in this 
case, 15.1. 

Thus, the volume must be re- 
duced to this figure. Go back again 
to the cylinder head and pour 15.1 
cu in. of fluid (don’t forget to con- 
vert again from inches to cubic 
centimeters if the container is 
graduated in cc’s), less .294 cu 
in. (the gasket volume) into the 
combustion chamber. It should 
come not quite up to the top. Next, 
measure the distance from the top 
of the combustion chamber to the 
top of the liquid. This is the 
amount you will have to mill off. 
We used a scale to measure the 
liquid depth but you can do a bet- 
ter job with a “depth mike.” ® 
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Alibbock Prnfit-For-VouFormuta 





Heres How Lubbocks Profit 
Formula Will Work For You 


To get a capacity of 10,500 Water 
Gallons in a pressure transport tank 
and stay within a state maximum of 
73,280 Ibs., Lubbock Machine pays at- 
tention to little things, which add up to 
big savings in weight. There’s no ex- 
cess weight in Lubbock units such as the 
propane transport tank shown above 
with a capacity of 10,500 Gallons. 
Mounted on a tractor weighing 13,500 
lbs., it is ready to roll with a payload 
of 40,000 Ibs. in states permitting 


Low Mileage Cost 


73,280 lbs. gross loading; greater ca- 
pacities are possible where maximums 
are higher. In all Lubbock units, the 
lightest weight material is used in every 
case where performance and strength 
are equal this makes possible, 
through years of experience in structur- 
al design and engineering, Lubbock’s 
profit-for-you formula. Write, wire or 
phone today and let Lubbock show you 
how it can be applied to your transport 
tank problem. 
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Are you 


OULLTOWINE Your 
plant storage 


capacity ee A 





If storage capacity is your problem, va- 
por meters will go a long way towards solv- 
ing it. With meters guarding customers’ 
services you can fill their tanks at will— 
whenever you have extra truck time or 
during off-peak periods. 

This extra storage capacity in customers’ 
tanks often permits a growth operation 
to expand without remodeling. And with 
increased storage you can buy advanta- 


geously when the wholesale costs of LPG 
go down due to seasonal influences. 


Thousands of these meters are in serv- 
ice, making money by saving money for 
LP gas distributors. You can do the same! 
Get all the facts now. Write for our inform- 
ative bulletin ADV-41. Rockwell Manu- 
facturing Company, Pittsburgh 8, Pa. In 
Canada: Rockwell Manufacturing Com- 
pany of Canada, Ltd., Guelph, Ontario. 


VAPOR METERING 
will improve your profit picture 


THE VAPOR METER THAT ANSWERS 
YOUR NEEDS 


The Rockwell LPG aluminum meter is designed 
especially for measuring LP-gas from storage 
tanks, bottle sets, and distribution systems. It 
is lightweight, and corrosion-resistant, small in size 
but has big capacity, up to 240,000 Btu’s per hour. 


Be Sure To Register And Vote 


LP-GAS VAPOR METERS 


another fine product by 


ROCKWELL 














